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By JOHN C. BURRIDGE 


BOSTON—National Assn. of In- 
yance Commissioners is conducting 
is annual convention here this week, 
many respects as intermission re- 
if from the hearings of the U. S. Sen- 
te anti-trust and monopoly subcom- 
nittee. Through the meetings of the 
ybcommittees and a few of the parent 
lmmittees on Monday and Tuesday, 
+was evident that the problems post- 
boned from the December meeting or 
larlier for possible action this week 
ave failed to disappear or diminish. 


little Expected To Happen 


Attendance at Boston is more than 
1000. All segments of the business 
ze well represented, but no one 
gems to expect much to happen. The 
variable annuity picture in the life field 
s changing in nature and may call 





AFTER AGENTS PROTEST 





Syracuse Bank Not 
lo Buy Mortgage 


Group Insurance 


SYRACUSE—Following the adoption 
fastrongly worded resolution by Sy- 
rcuse Life Underwriters Assn. and 
idter hearing a delegation from the as- 
vciation state its reasons for opposing 
nortgage group creditor insurance, one 
if the larger banks in the area has in- 
jicated that it will not purchase this 
orm of coverage. 

Other banks in the area are being 
iisited by the association’s delegation 
tut there was particular interest in the 
tcision of the first bank, because it 
vas deemed the one most likely to be 
interested in group mortgage insurance, 
n the light of the previous action of 
is affiliates. 


Brooks Recognized 
by N. Y. Department 


Walter F. Brooks has been named 
ieputy superintendent of the New 
York insurance department. He has 
tld the designation since 1950, but 
tas now been formally appointed by 
Superintendent Thacher, thus chang- 
12g his status from a civil service to 
/. appointive capacity. 


tgan Career In 1934 


Mr. Brooks began his career with 
ew York Cooperative Underwriters 
it Albany as office manager in 1934. He 
ined the department in 1939 as an 
xaminer in the complaint bureau. He 
"came assistant deputy superintend- 
mt in 1949. Since 1950, he has been in 
harge of the qualification and licens- 
ig of agents, brokers and adjusters, 
fe upstate functions of the complaint 
reau, and the department’s fiscal 
erations. 




























for research; in fire and casualty 
the main item is treatment of pack- 
age policies (the M1 report). 


Status Que Carried On 


The status quo will be carried on 
even by election. Paul Hammel of Ne- 
vada, who has been president for 
several months since Arch Northing- 
ton of Tennessee was forced to resign 
over an auto rate hassle, has recov- 
ered from his heart attack and will now 
hold this post for a full term. Sam 
Beery, Colorado, will remain as vice- 
president; J. Edwin Larson of Florida 


ld Problems Reappear At NAIC 
Annual At Boston; Hammel Elected 


as secretary-treasurer (he has an in- 
definite tenure); T. Nelson Parker of 
Virginia as chairman of the executive 
committee. Joseph Gerber of Illinois 
is reported to be headed for some- 
thing, either this year or next. Hugh 
L. Tollack is the executive secretary. 

One of the more definite subcom- 
mittee reports printed and ready at 
press time for the eager industry peo- 
ple to absorb was that on future 
meeting sites. This lists the 1959 mid- 
year for Miami, Nov. 30-Dec. 4, the 
1960 annual for San Francisco, May 

(CONTINUED ON PAGE 20) 





Sloane Scores NALU 
Apathy On Group In 
Keogh-Law Market 


NEW YORK—Harold N. Sloane, 
general agent here for Continental As- 
surance, has tend- 
ered his resigna- 
tion as a member 
of the Nationai 
Assn. of Life Un- 
derwriters field 
practices commit- 
tee and federal law 
and legislation 
committee. 

Mr. Sloane told 
THE NATIONAL UN- 
DERWRITER. he had 
no quarrel what- 
ever with ~ either 
committee but had taken this action 
in an effort to focus attention on a 
matter of the utmost importance to the 
future of the agency system. This is 
he termed the virtual certainty that the 
pending Keogh-Simpson bill providing 
tax relief for individual retirement 
plans will be written under group in- 
surance to the almost complete exclu- 
sion of individual plans sold by agents. 





Harold N. Sloane 


Warned At NALU Midyear 


Mr. Sloane spoke out vigorously on 
this point at the NALU midyear at 
Minneapolis last March but he said 
this week that the situation has recent- 
ly become much more acute, in view 
of organized labor’s indication that it 
will not oppose the Keogh-Simpson 
measure. Perhaps even more impor- 
tant, he said, is the improved outlook 
for continued prosperity since the 
NALU midyear meeting and the con- 
sequent likelihood of a balanced budg- 
et, without which the Keogh-Simpson 
bill would be facing virtually insur- 
mountable opposition. 

The spectre of group underwriting 
of Keogh-Simpson plans generated 
heated discussions in the meetings of 
the federal L. & L. and field practices 
committees. Mr. Sloane was request- 
ed, by a unanimous vote of all present 
in the federal L. & L. committee 

(CONTINUED ON PAGE 35) 


Compromise Tax Bill 
Passed By Congress; 
Few Changes Made 


WASHINGTON—The House and 
Senate Wednesday passed the compro- 
mise life company tax bill agreed upon 
by Senate-House conferees. 

Aside from clerical and _ technical 
changes, it differs from the Senate 
version in four respects: 

1. The conferees accepted the Senate 
amendment providing for use of the 
average of the interest rates earned 
in the five latest years as the basis for 
the tax on excess interest but added a 
provision, wanted by chairman Mills 
of the House ways and means commit- 
tee, so that if this average resulted in a 
higher rate than that for the year on 
which the company is being taxed—as 
would happen in a period of falling in- 
terest rates—the latest year would be 
used. 


Adds Another Million 


2. A Senate amendment that would 
have given some relief to specialty 
companies and a few others on phase 2 
of their tax for 1958 only was dropped. 
It means a difference of about a million 
dollars, bringing the estimated revenue 
under the bill up to $501 million. Under 
the house version it was $558 million. 

3. The new-company loss carry-for- 
ward provision is cut from 10 years to 
eight. 

4. Variable annuities will be taxed 
on the most recent year’s earnings 
rather than the most recent five years. 
Also the variable annuity provision is 
to apply for only five years, so as to 
give Congress a chance to review the 
experience under this new form of 
coverage. 


North American Equitable 


Buys Baltimore Insurer 


Independent Life of Baltimore has 
been purchased by North American 
Equitable Life for $3,218,000. The 48- 
year-old Baltimore company has more 
than $6 million in assets and $25 
million of insurance in force. Net earn- 
ings in 1958 were $300,000. 


Agents Hold Key To 
Beating Inflation, 
Says Cabinet Aide 


R. K. Gray Tells Md. Assn. 
200,000 Life Field Force 
Can Win Battle Handsomely 


The greatest opportunity to fight 
inflation and to balance the budget 
lies in the hands of the life agents, 
Robert K. Gray, secretary of Presi- 
dent Eisenhowers’ cabinet, told the 
annual meeting of the Maryland Life 
Underwriters Assn. at Indian Springs 
Country Club. 

Mr. Gray said that if the country’s 
200,000 life agents were to take an 
active part in the anti-inflation cru- 
sade now being spearheaded by Na- 
tional Assn. of Life Underwriters and 
Institute of Life Insurance “the battle 
would be won—and won handsomely. 

“The agent is the personal contact 
between the customer and the com- 
pany,” he said. “He has an under- 
standing of his customer’s problems 
and an appreciation for the customer’s 
welfare. He has an unusual opportun- 
ity to carry the President’s balanced 
budget, anti-inflation campaign to 
every single contact he makes.” 


Speaks For Eisenhower 


Mr. Gray voiced President Eisen- 
hower’s commendation and congratu- 
lations to the institute and to NALU 
for their current countrywide effort to 
alert Americans to the dangers of 
inflation and the importance of a 
balanced federal budget. 

“The caricature of a fat ‘inflation’ 

(CONTINUED ON PAGE 12) 











John L. McCrea, vice-president of 
John Hancock, right, presents copies 
of the Russian translation of Han- 
cock’s historical booklet on the life of 
Abraham Lincoln to Leen Twarog, 
associate professor of Slavic languages 
at Boston University. About 166,000 
copies of the booklet are being sent 
to Moscow by the U.S. Information 
Agency for distribution at the Amer- 
ican National Exhibition there this 
summer. Mr. Twarog, who called the 
contribution “an outstanding effort 
towards creating a better understand- 
ing of the American way of life on 
the part of the Russian people,” will 
use the booklet in his language classes. 
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yes Advantages, Problems And 
Potentials Of One Stop Selling 


Bernard J. Daenzer, president of 
Wohlreich & Anderson, New York, 
told the CPCU biennial meeting at 
Southern Methodist University, Dal- 
las, that there is no mandate from 
the public to combine life and proper- 
ty sales. Pressure for one stop selling 
has been exerted by agents and com- 
panies to increase sales and cut costs. 

Mr. Daenzer said that one stop sell- 
ing is old stuff. Three years ago, a 
property company which had _ just 
started a life operation made a survey 
of its property agents. It found that 
roughly 50% of the property agents 
were already selling life. Of that group, 
25% had been in the life business so 
long that they were married to one 
company and would not change. The 
other 25% would change or consider 
an additional market. Of the 50% who 
were not selling life, 25% were will- 
ing to try, and another 25% would 


not attempt it under any conditions. 

Recently, Mr. Daenzer continued, a 
life company checked and found that 
50% of its business was coming from 
agents who were predominantly in 
fire and casualty. This company found 
that 90% of its life agents sell some 
property lines. Broader studies would 
indicate that about 75% of ordinary 
life men sell some property coverage. 


Gives Examples 


Examples of combined operations 
for more than 25 years can be found 
in small agencies and large. Mr. Daen- 
zer cited a one man agency in West 
Virginia which has built a large vol- 
ume in a small town. The gross agency 
income is divided as follows: Fire, 
25%; package policies, 45%; marine, 
7%; auto, 18%; casualty, 16%; mis- 
cellaneous, 4%; life, group and ac- 
cident 26%. 


A large ageney in New Jersey has 
on its staff two CPCUs, two CLUs and 
one man who holds both designations. 
They stick to big risks, commercial 
lines, and have found that corporate 
clients have many life needs. They 
make their biggest net return on life. 
Despite all kinds of efficiency methods 
and centralized handling on the prop- 
erty side, the life expense is only one 
half of the property expense. In many 
large city agencies, the property divi- 
sion just breaks even and the net 
profit is all in life, Mr. Daenzer de- 
clared. 

He said that surveys have shown a 
high percentage of saturation of the 
market in automobile, fire and even 
homeowners. For the preperty agent, 
life is a potential gold mine. 

The homeowners campaigns and the 
sale of life family plams have crystal- 

(CONTINUED ON PAGE 26) 





Trueblood Elected 
President Of LAA 
West Round Table 


Effective advertising, sales promo- 
tion and public relations was the theme 
of the annual meeting of the Western 
Round Table of Life Insurance Adver- 
tisers Assn. at Los Angeles. 

H. Dixon Trueblood, Occidental Life 
ef California, was elected chairman, 
succeeding Richard W. Marsh of Cali- 
fornia-Western States Life. Larry 
Aasen, New York Life was named vice- 
chairman and Wayne Thompson, West- 
ern & Southern Life, secretary. 


Panelists Are Given 


Donald F. Barnes, vice-president of 
Institute of Life Insurance, participated 
in the panel on effective advertising. 
Other panelists were Richard Riley, 
California-Western States, and Mr. 
Trueblood. 

Charles Bowes, president of Charles 
Bowes Advertising Agency, reviewed 
marketing concepts. 

A panel’on effective sales promo- 
tion was moderated by Marvin W. Win- 
chester, Pacific Fidelity Life. On the 
panel were Russell Taylor and W. Gal- 
lop, Occidental of California. 

Stan Freberg, president of Freberg 
Studios, presented an amusing review 
of life insurance advertising in a talk 
called “How To Be Off-Beat But Not 
Off-Base in Advertising!” 

The third panel on effective public 


Officers of the 
Western Round 
Table of Life In- 
surance Advertis- 
ers Assn. elected 
at Los Angeles are 
Larry Aasen, New 
York Life, vice- 
chairman; H. Dix- 
on Trueblood, Oc- 
cidental of Califor- 
nia, chairman, and 
Wayne Thompson, 
Western & South- 
ern, secretary. 


700 Expected At 
MDRT Meeting In 
Bal Harbour, Fla. 


Reservations for the annual meeting 
of the 1959 Million Dollar Round Ta- 
ble indicate that some 700 members 
and guests will be on hand June 21 
when the meeting opens at the Amer- 
icana Hotel, Bal Harbour, Fla. 

While qualifications are down slight- 
ly from the 1958 peak, the gathering 
will be one of the best attended in 
the organization’s history. 

The long-standing and rigidly en- 
forced rule that members may not 
have their wives or other family 
members or friends at the convention 
hotel during the meeting is still in ef- 
fect, but accommodations have been 
arranged for family members at the 
Carillon Hotel in nearby Miami Beach. 
Also, a special program of activities 
has been planned for families staying 
at the Carillon. 

Another innovation will be that fam- 
ily members and other guests of 
MDRT members will be permitted at 
the Americana from 1 p.m. onward on 
Thursday, June 25, the closing day of 
the meeting. 





relations was handled by Mr. Aasen 
and Francis M. Small, Pacific Mutual 
Life. The key speaker was Carroll 
West, president of Public Relation 


Society of America. 

Edwin P. Leader, president of LAA, 
reported on the year’s activities of the 
association at a final dinner. 





Militant Resistance 
Asked To Federal 
Insurance Regulation 


Militant resistance to federal en- 
croachment in the regulation of insur- 
ance was urged in the presidential ad- 
dress of Paul A. Hammel of Nevada at 
the annual convention in Boston this 
week of National Assn. of Insurance 
Commissioners. 

Private insurance has become a so- 
cial operation by common choice and 
community participation, Mr. Hammel 
said. State regulation of this giant, im- 
portant function in the economy is in 
the public interest “because it has 
worked. It is close to the people . 
the insurance commissioner is a bal- 
ance wheel. He creates new standards 
for the companies and, at the same 
time, protects and advances the public 
welfare.” The philosophy of state su- 
pervision is that it begins with the 
people at home, he declared. 

Mr. Hammel commented that insur- 
ance deals with the futures of human 
beings. The money insurers receive 
builds up assets to be distributed as 
money at some time in the future. This 
makes the future value of the dollar 
particularly important to insurers. In- 
flation, burdensome taxation and so- 
cialistic tendencies are the principal 
factors tearing down the economy, he 
asserted. 

“State insurance supervision is the 
last strong bulwark against socialism 
in our nation,” he said. “Not only 
should we do everything within our 
power to make certain that the dollar 
which is to be paid at some future 
time will have a value comparable to 
the dollar we now receive in the form 
of premiums, but we have the solemn 
duty, not only to resist, but militantly 
oppose any attempt on the part of the 
planners in Washington to expand 
their control over this great industry 
because if it passes into their hands 
then the last vestige of a free country 
is gone and the final step toward a so- 
cialistic form of government will have 
been taken.” 
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NAIC Unit Favors 
Parley With SEC On 
Variable Annuities 


The subcommittee on variable », 
nuities and pension plan funding 
National Assn. of Insurance Comnj. 
sioners in its report to the life comnj, 
tee said it “resolved to favor” the py. 
posed meeting of representatives af 
Securities & Exehange Commission anj 
representatives of NAIC. This Meeting 
scheduled for Thursday June 11, was; 
be for the purpose of defining th, 
areas of regulation by SEC and Nar 
members in relation to variable a. 
nuities and “such other areas as my 
be the subject of dual regulation.” — 

The subcommittee recommendg 
further that, as a result of the Supren: 
Court decision in the Variable Anny. 
ity Life case, that the commissioner 
“be alerted to examine their laws t 
determine the area of regulatory 
authority (both insurance and secyr. 
ties) the states have over the sale of 
variable annuity contracts.” 


Covers Considerable Change 


This brief summation of its meeting 
covers a considerable change in the var. 
iable annuity picture. NAIC, through 
variable annuities, is about to embark 
on a true test of dual regulation, an 
admitted partnership with a federal 
agency which contrasts with the situa- 
tion involving the Federal Trade Con- 
mission. 

Some of the industry representatives 
at the subcommittee meeting urged the 
need for definitive action in the area 
of variable annuity regulation. 

NAIC was urged by independent 
industry spokesmen to be “coldly real- 
istic” and adopt a “positive program” 
for the regulation of variable annuities 
in all states at the meeting of the sub- 
committee on variable annuities and 
pension plan funding. 

John W. Spillane, representing Paul 
Revere Life, and George Johnson, 
chairman of Equity .Annuity Life, of- 
fered pointed observations on develop- 
ments in this field. They received 
some support from J. V. Cleveland of 
John Hancock and a dash of chilly 
water from Milton Ellis of Metropoli- 
tan. 


Being Sold In Massachusetts 


Mr. Spillane said in Massachusetts 
there is already being sold, by Retire- 
ment Equity Trust Fund, a form of 
variable annuity. This has been going 
on since 1957 without the sanction of 
the Massachusetts department. The 
Supreme Court decision putting SEC 
into the regulatory picture now gives 
this company immunity from Massa- 
chusetts department action. 

But, Mr. Spillane noted, SEC is 
interested in securities only at the 
time of sale. It is not staffed even to 
handle mutual funds, let alone enter 
the variable annuity arena. Dual re- 
gulation, however, he declared, is in 
the offing, and the industry and the 
states must meet the challenge. 

The commissioners should give con- 
sideration to a positive program covel- 
ing the sale of variable annuities in 
all states, Mr. Spillane said. Failure to 
take action could mean the loss of 
this market to the mutual funds. Re-] 
tirement Equity Trust Fund is an ex- 

(CONTINUED ON PAGE 33) 
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underwriter as clients 


oe of knowledge ts as hazardous to the 
underwriter as lack of prospects 


|S ee sales opportunities awatt the 
underwriter who has both the 
confidence and the knowledge to 
explore those opportuntties 





The life underwriter who earns the distin- 
guished CLU designation benefits himself, 
his clients and his company. To encourage 
the members of its own Field Force to enroll 
in this excellent educational program, The 
Union Central pays all authorized expenses 
of successful CLU graduates. 


THE UNION CENTRAL LIFE INSURANCE COMPANY ©» Cincinnati 


Security for the American Family since 1867 
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Offers Package Of Life Policy. 
Variable-Accumulation Annuity 


By ROBERT B. MITCHELL 


NEW YORK—A package consisting 
of a life policy plus a mutual fund that 
can be converted 
into an = annuity 
later on at today’s 
rates was an- 
nounced here this 
week at a_ press 
luncheon by Fidel- 
ity Bankers Life of 
Richmond. 

T. Coleman An- 
drews, its president 
and chairman and 
a former U.S. com- 
missioner of in- 
ternal revenue, 
said that although the company is not 
licensed in New York the announce- 
ment was being made here because of 
the city’s importance as an insurance 
and financial center. There was a good 
turnout of financial reporters from the 
daily papers, besides writers for the 
insurance and financial papers. 





T. Coleman Andrews 


Similar To Existing Plans 


Basically the plan resembles other 
tie-ups of life companies with mutual 
funds—the type in which a life com- 
pany has a mutual fund running mate 
for which its agents can sell if they 
care to. However, Fidelity Bankers 
Life says its plan has some features 
that distinguish it from any of the 
combinations that have been available 
to the general public. 

The plan provides that a buyer of 
any of the ordinary life plans in the 
company’s portfolio has the right to 
invest each year in the companion 
mutual fund (Fidelity Variable Stock 
Fund, Inc.) an amount up to but not 
exceeding the amount of the insurance 


premium. He can invest any amount 
less than that—in fact, he can buy the 
insurance by itself. But he can’t buy 
the mutual fund shares without the 
insurance. 

There is no sales “load” on the mu- 
tual fund shares. This is said to be 
unique among combination plans. Usu- 
ally there is a sales charge of about 
8%. The only expense loading is for 
managing the fund, and this runs one- 
eight of 1% of the fund’s assets quar- 
terly. 

Features said to be 
these: 

1. Limiting of mutual fund pay-ins 
by the buyer to an amount equal to 
the amount going into life insurance. 
College Retirement Equities Fund, the 
original variable annuity, provides that 
not more than half of what the policy- 


Status Of Texas Board 
May Hinge On Report 


AUSTIN—The status of the Texas 
board of insurance is expected to be 
decided when a report on the contro- 
versial general appropriations bill is 
submitted by a 10-man_ conference 
committee to the special session of 
the legislature. 

Under the bill, as passed by the 
house, the board would function on a 
full-time basis with salaries of its 
three menibers and the commis- 
sioner set at $15,000 each. The senate 
version, which has long been ‘“feud- 
ing” with the board, cuts the salar- 
ies of board members to $5,000 a year, 
placing them on a part-time status, 
and provides a salary of $11,000 for 
the commissioner. The conference re- 
port is to be submitted on a take-it- 
or-leave-it basis, with no amendments 
permitted. 


exclusive are 





holder pays in can go into equities, 
the other half going into guaranteed 
dollar annuities, but the CREF plan is 
not available to the general public. 

Incidentally, the two limits are not 
quite comparable, since the CREF lim- 
it balances equity accumulations 
against guaranteed annuity accumula- 
tions whereas the Fidelity Bankers 
plan balances equity accumulations 
against life insurance premium pay- 
ments, out of which, of course, only a 
part will go into the cash value that 
will be available for conversion into 
an annuity. 


Complete Right To Convert 


2. The right to convert the proceeds 
of the mutual fund shares to any set- 
tlement option feature, including life 
income, of the life insurance contract, 
with rates guaranteed as of the date 
when the policy is purchased. 

3. Mutual fund shares can be bought 
only by a policyholder in the life com- 
pany. If the policy is lapsed or sur- 
rendered, no further mutual fund 
shares can be bought. 

Even on a high-premium, retirement 
income type of policy the cash value 
at 65 would fall considerably short of 
that produced by an annual premium 
deferred annuity accumulation. How- 
ever, those wanting to put the same 
amount of money into guaranteed-dol- 
lar annuities as into equities could 
adjust the amount of mutual fund pur- 
chases to produce this result. Studies 
by Teachers Insurance & Annuity, as 
part of organizing College Retirement 
Equities Fund, indicated that this 50- 
50 balance would produce a retirement 
purchasing power most closely in step 
with fluctuations in the cost of living. 

The company makes it clear that 
the plan is not a variable annuity but 
is an approach to the same problem— 
INFLATION—that the variable an- 
nuity was designed to solve. The big 
difference between the plan and a true 


variable annuity is that after retire- 
(CONTINUED ON PAGE 29) 





A new approach to your professional career 


Build your own agency on the strong foundation of 
Central Standard Life’s new career contract which offers: 


Renewals completely vested for 
th d of th 


e All new A & S program. 


e premium paying period of the 





policy, plus... 


e Top first year commissions. 


e Company sponsored education. 


e Tested, proven direct mail aids. 


e High value, low premium 
Life Plans. 


e Liberal underwriting. 


e Agent-Agency building 
philosophy. 


Substantial Override for General Agents— 


Build your own agency 


e Plan for your retirement 


Create an estate for your family 






Sil 


In Force: $357,405,424 
Assets: $107,284,880 
Surplus: $14,591,874 


| 


























The secret of SUCCESS is (onstancy to Pur 


Our success has been achieved with our career men and women. 


ose 


Benjamin Disraeli 











See for yourself 
Write or wire today for 
your “new approach” 
agent’s kit. Get full de- 
tails by contacting your 
local Central Standard 
General Agent or: John 
M. Laflin, Vice President 
and Agency Director. 


CENTRAL STANDARD LIFE 


Founded in 1905 « INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6, Illinois 
Life « Accident « Sickness 
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Montana Agents Elect 
Ervin Hintzpeter, Hear 
Pritchard At Annual 


Montana Assn. of Life Underwrite, 
heard NALU President Oren D. Prit. 
chard’s views on inflation and clectg 
Ervin Hintzpeter, Mutual Benefit Life 
Bozeman, president at its annual meet. 
ing at Billings. He succeeds Robert W. 
Holloran, New York Life, Billings. 

Other officers elected are Wayne | 
Eveland, New York Life, Helena, vice. 
president; Robert L. Adams, Wester 
States Life, Bozeman, secretary, ang 
Garvan L. Wiman, Prudential, Boze. 
man, treasurer. 

Mr. Pritchard said round after rounj 
of salary and wage increases for all on 
government payrolls can lead only t 
the same on corporate and _ private 
payrolls. “Then follows another round 
of social security increases with the 
ultimate destruction of our society’s 
spirit of self reliance and disintegra. 
tion of our national character.” This 
could result, he said, in making citizens 
totally dependent on government, “oy 
own or one which we now may not 
care to recognize.” 

He reported that a survey made by 
Northwestern University shows. that 
$1 of relief through a private volunteer 
agency costs seven cents. The same 
amount costs 27 cents if administered 
by a municipal agency, $1 through a 
state agency and $2 if administered 
through a federal welfare agency. 


Describes Agent’s Qualities 


Qualities that an agent must have to 
take advantage of a favorable market 
were discussed by John J. Plumb, vice- 
president and director of agencies Paul 
Revere Life. He said these were per- 
severance, moral courage, awareness 
of personal potential, willingness to 
undertake harder work, belief in the 
free enterprise system and a “deep 
faith in God, country, business, Amer- 
ican public and its future and himself.” 

Participating on an estate planning 
panel were Robert J. Schmit, certified 
public accountant; Sid P. Kurth, 
attorney; John E. Tenge, president of 
Midland National Bank; and Jerome 
Kosovich, New York Life, all of 
Billings. 

Speakers on the LUTC program 
were Philip Reilly, Burroughs Corp; 
Richard P. O’Connor, regional group 
manager Continental Assurance, and 
Robert W. Brown, superintendent of 
agencies Pioneer Mutual Life. 

Joseph E. Burger, H. V. Nootbaar & 
Co., Pasadena, addressed the final 
session. 

Commissioner Holmes of Montana 
reported on the new insurance code at 
the business meeting. 

Montana Leaders Roundtable held 
its first meeting. John McKenna, New 
York Life, Butte, was elected presi- 
dent. This group was addressed by 
Frank W. Satter, Seattle regional vice- 
president of New York Life. 


Wisconsin National Life 


Issues Cancer Policy 


Cancer and cerebral meningitis are 
covered in a new dread disease policy 
being issued by Wisconsin National 
Life. The policy will pay benefits up 
to $1,000 to age 55 and $500 over 56. 
Two rates are offered—for individual 
and for family. 


Cornbelt Life shareholders voted 
to increase the capital from $100,000 
to $300,000. In the first quarter the 
company reported a 50% gain in pre- 
mium volume. 
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Mutual Funds Using Living Trusts 
To Fill Settlement Options’ Role 


The way in which some mutual 
funds are using living trusts, often in 
connection with life insurance pro- 
ceeds, was described by Robert Greer, 
manager of the estate planning de- 
partment of Keystone Custodian Funds 
of Boston at the recent annual meeting 
of Assn. of Advanced Life Underwrit- 
ers. His talk is presented here for its 


information on how mutual funds are 
endeavoring to provide pay-out plans 
that will, to the extent possible, fill 
the role of life insurance settlement 
options. 


Whether or not life insurance agents 
should be permitted to sell mutual 
funds as well as life insurance is not 


It’s part of living to provide for emergencies... 


Life Insurance for Living gets you 
over the rough spots! 


misfortunes, taking advantage of opportunities. And 
in your later years this same accumulated fund can 
make your retirement enjoyable. 

Let your N/W National agent tell you more about 
the advantages of Life Insurance for Living! 


You’re better prepared for whatever the future holds 
when you have a sound life insurance program. 
Whether you meet with an unforeseen emergency or 
come face to face with some big opportunity, the nest 
egg you build up in your life insurance can come in 





mighty handy. And with N/W National’s Life In- 


surance for Living that cash fund mounts up fast. 
The living benefits of life insurance can play a big 
part in your future financial success. Remember, the 
same insurance that protects your family in the grow- 
ing-up years is a source of ready cash for cushioning 


A N/W National advertisement appearing in Newsweek and in leading metropolitan newspapers 


FREE ON REQUEST: 11x14 ENLARGEMENT OF THIS PHOTO SUITABLE FOR FRAMING 


N/W NATIONAL 


ife Insurance for Living 


NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY, MINNEAPOLIS, MINN. © 1959 


up to me to say, although it is my 
personal belief that the two subjects 
are so closely complementary that the 
individual client would be the ulti- 
mate beneficiary. From the standpoint 
of the life insurance agent and his 
future, I cannot but think of a simple 
analogy. 

When I was a boy, there were a 
number of blacksmith shops in my 
home town. Some of them added a gas 
pump to their services, and they are 
still in business. Those that failed to 
recognize the need for additional serv- 
ices as the automobile became more 
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and more popular have lon: sing 
closed their doors. On the other hay 
the multi-service stations of the pre. 
ent are the results of planning in th, 
blacksmith era. Change is alway, 
with us. 

The modern trend is toward divers. 
fication, and diversification is just x 
pertinent in financial matters as it j, 
in manufacturing. I am sure you a 
all aware of the problems of the fixy 
dollar and the fears of further inf, 
tion, and certainly you are looking fy 
a program that will answer the neg, 
of your clients in the future, and fy 
that matter, one that will help yy 
with your own personal futures. 


Explains Available Techniques 


So much for the controversial a. 
pects of this subject. From here on,| 
will confine my remarks to an expk. 
nation of the techniques we can make 
available to you. The role of mutu 
funds as an investment medium ha 
been well established and needs yy 
amplification. Some of the relate 
services, however, may be unfamiliar 
to you. They have been developed over 
a relatively short period. 

Those of you gentlemen who have 
been in the insurance business fo 
three decades or more are very much 
aware of the tremendous impact that 
the development of the installment op. 
tion has had on the sale of insurance 
policies. The term “installment op. 
tions” is in fact almost synonymovs 
with estate planning insofar as life 
insurance proceeds are concerned, 


Tells Of Living Trusts 


The mutual fund industry has lately 
evolved similar techniques in estate 
planning built largely around the - 
called living trust. Irrespective of 
whether you gentlemen are interest- 
ed in becoming licensed mutual fund 
salesmen, it will be helpful for you to 
know the means by which these 
living trusts can be integrated with 
life insurance in the over-all plan of 
a client’s estate. 

What do we mean by a living trust? 
Essentially, we mean a trust created 
during the life of an individual by 
transfer of assets from his own name 
to himself as trustee. During the re- 
mainder of his life, he retains the 
right to amend or revoke the trust, 
and as trustee to exercise essentially 
the same degree of control over the 
property as he would have if the 
property were retained under his own 
name. 


Lists Four Advantages 


The basic advantages of distribution 
of property by the terms of such 4 
trust are that it avoids delays in the 
settlement of his estate, avoids ex- 
pense in the settlement of his estate, 
avoids publicity in the settlement of 
his estate and avoids certain claims 
of creditors. 

I am sure all of you gentlemen 
will recognize these advantages as be- 
ing inherent in the terms of a life 
insurance contract, calling for a lump 
sum distribution to a named bene 
ficiary. Such a living trust may als 
incorporate, by the use of a success0 
trustee, many of the advantages whic 
have been developed within the framé 
work of the various settlement op 
tions under life insurance policies. 

If you were explaining this phasé 
of a life insurance policy to a grou 
of mutual fund men, you probabl 
would find it useful to refer to specifig: 
sections of a specimen policy. I would 
like to follow this procedure in revers¢ 
and discuss with you some of the liv 
ing trust forms we use. The materié 

(CONTINUED ON PAGE 34) 
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in Aceident and Siekness Sales 


In Accident and Sickness selling, it’s quality that makes the difference! 


‘In this period of rapid growth, Paul Revere has retained its record of quality . . . 


which springs from every phase of its operation. 


And because “insistence on quality” has always been a Paul Revere characteristic, 


never has the Company been willing to sacrifice true quality for quantity’s sake alone. 


Moreover from quality comes quantity. And that is why Paul Revere has enjoyed a 
continuous healthy growth year in and year out. It’s another reason why career un- 
derwriters are attracted to Paul Revere as the kind of company in which they can 


build a sound and permanently profitable future. 


THE PAUL REVERE LIFE INSURANCE COMPANY 


Non-cancellable Accident and Sickness, Hospitalization, WORCESTER 
Major Medical, Life and Group Insurance MASSACHUSETTS 
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30 Teachers To Study 
Home Office Problems 
Under Fellowships 


A total of 30 teachers of insurance 
subjects from U.S. colleges and uni- 
versities have been awarded fellow- 
ships under a cooperative program 
sponsored by American Assn. of Uni- 
versity Teachers of Insurance in con- 
junction with American Mutual Insur- 


HeNATIONAL UNDERWRITER 


ence Alliance, Health Insurance Insti- 
tute, LIMA and the Naticnal Board of 
Fire Underwriters. Laurence J. Acker- 
man, dean of the school of business 
administration of the University of 
Connecticut, is chairman of the co- 
ordinating committee which adminis- 
ters the program. 

In the fellowship program, now in 
its ninth year, insurance teachers are 
given an opportunity to spend four to 
six weeks at home offices studying 


ad 














You must be able to select and employ sales personnel of 
supervisory calibre and to direct their activities. 


Your compensation will be determined under a salary-bonus 
contract that must enable you to earn a minimum of $20,000 in 


your first year. 


commission agreement. 








17 John Street 








EXECUTIVE 
$20,000 Plus and Florida Too! 


Wouldn't you like to have the “production job of your 
dreams” in delightful Florida environment, associated with an 
organization nationally acknowledged to be one of the most 
successful in its field? With established offices in the state, this 
organization represents an outstanding American life insurance 
company with over $4,500,000,000 of msurance in force. 


Such an opportunity is now open for an ambitious 
executive (age no factor) with managerial know-how 
and a proven record of accomplishment. 


The supervisory personnel that you employ will be 
compensated under an unusually attractive salary- 


Write fully about yourself to | 
Box NY-10 
THE NATIONAL UNDERWRITER 





New York 38, N. Y. 

















company policies, procedures and prob- 
lems. 

Thus far, more than 240 teachers 
have received such fellowships in the 
past eight years. Of these, 130 have 
been placed with life companies and 
the rest with fire and casualty, A&S 
and property insurers. 


McConnell email 
Commissioner Of Cal. 


Gov. Brown of California has reap- 
ointed F. Britton McConnell as insur- 
ance commissioner for a four-year 
term. Mr. McConnell has been in of- 
fice since February, 1955. He is a Re- 
publican and Gov. Brown is a Demo- 
crat. It was thought that the appoint- 
ment would go to a Democrat, and at 
one time the story was circulated that 
the choice was Edmund Cooke, an in- 
surance attorney of Los Angeles. 

The post of insurance commissioner 
is the last cabinet position to be filled 
by Gov. Brown. It is known he de- 
layed making his choice while he con- 
sidered giving the job, which pays 
$17,500 a year, to a Democrat from 
Los Angeles. 

Before becoming commissioner in 
1955, Mr. McConnell was vice-president 
and general counsel of Pacific Em- 
ployers. 


Beneficial Standard 
Has 2% Stock Dividend 


Directors of Beneficial Standard Life 
have declared a 2% stock dividend. 
One share of stock will be given July 1 
for each 50 on record as of June 12. 
Share owners entitled to fractional 
shares will receive cash. 


A Pennsylvania bill, passed by the 
senate and sent to the house, would 
raise to $10,000 the amount insurers 
could pay in salaries and emoluments 
without approval of directors. 





ALWAYS ROOM FOR ONE MORE... 


because all new arrivals in the family are protected 
automatically with Life and Casualty’s Family Protec- 





Reproduced through the courtesy 
of Box Cards, Inc. 


Life Insurance in Force 
Over $1,500,000,000. 





tion Plan. 


premium. 


Departments. 


Life and Casualty’s Family Protection Plan is the ideal 
solution for the young family who needs a low cost 
starter for their family insurance program, as well as 
for the established family who truly needs extra pro- 
tection on each family member. 


The Family Protection Plan is designed especially to 
meet the protection needs of each member of the fam- 
ily, and provides needed insurance on all family mem- 
bers with one policy and one 


Life and Casualty writes the 
Family Protection Plan in the 
Weekly Premium and Ordinary 
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Insurance Company of Tennessee ~ 
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Palmer Of Ind. Wari:s 
Companies On Selliag 
Methods, Materials 


The Indiana department has sey 
out a bulletin over the signature 9 
Commissioner Palmer to the life com. 
panies operating in the state relatiye 
to “profit sharing” contracts. The buy). 
letin enumerates a number of obje. 
tionable selling methods and materia); 
used with these particular contract, 
and states: 

“From this date on (June 3, 1959) 
any company or any agent found using 
such questionable material, or making 
any statement or claims for their 
policies which cannot be substantiateg, 
may expect to have their license re. 
voked, and in a case of foreign com. 
panies, to withdraw permanently from 
the state of Indiana.” 


Notes Guaranteed Coupons 


During the past few years there 
have been a number of companies, 
both foreign and domestic offering, 
profit sharing policies under various 
names to the citizens of Indiana, the 
bulletin goes on. Some of them have 
been ordinary life policies at or near 
normal rates, “but more often they are 
ordinary life at approximately the 
same premium as the 20-payment life 
policy. This enables the company to 
attach a number of guaranteed cov- 
pons thereto, and perhaps further 
state that they are going to allow a 
particular group of policyholders (4- 
000 to 5,000 perhaps) to share in 50%, 
75% or even 90% of the profits real- 
ized by the company on this group of 
favorite few, who ‘get in on the 
ground floor.’ In other words, these 
are participating policies.” 

The sales kits of these policies con- 
tain elaborate data showing that about 
75 years ago some of the old companies 
appointed “boosters” in each commun- 
ity to help secure and maintain busi- 
ness in force for which they were paid 
a moderate fee, ‘the implication being 
that the present companies are going 
to appoint a few persons in each com- 
munity who will be richly compen- 
sated when they become charter policy- 
holders. We don’t need to point out 
that such an arrangement would be 
illegal in most states today, and the 
prospect is, therefore, being misled,” 
Mr. Palmer states. 


Sales Kits Cited 


The bulletin mentions a number of 
letters contained in the sales kits 
which indicate certain people have 
realized very large profits from similar 
policies with old line companies. The 
department has received letters from 
the various companies mentioned ad- 
vising that such people never had 
policies with them. 

Also cited is another letter signed 
by a man named Ade of Lafayette, Ind., 
indicating that on a policy he bought 
by the 11th year the dividends “were 
carrying his premium.” The truth is 
that in 11 years he had accumulated 
enough dividends to pay one annual 
premium, says the department com- 
munique. 

It also mentioned that there is a 
circular entitled “You Have Been 
Nominated” used in some areas which 
is “full of exorbitant claims and mis- 
leading statements, and its use has 
been ordered discontinued wherever 
we have found it. 

“The whole implication is that tre- 
mendous profits are being made in the 
life insurance business and that we, 
(said new company) instead of spend- 

(CONTINUED ON PAGE 29) 
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“T know you Provident Mutual men bend over backwards to help your agents, 
but frankly, Smithers, you've got to stop taking it so literally.” 


Brokers and agents who work with Provident 
Mutual know this Company’s attitude of full 
service and cooperation. 

They know the value of the prompt underwriting 
decisions they get ; of fast, customer-pleasing claims 


service; of up-to-the-minute sales aids (including 


personal cooperation on sales calls and presenta- 
tions, if desired); of always-available technical 
consultation and assistance on any aspect of sales 
or service. 

If you don’t know about these things—shouldn’t 


you? 


Provident Mutual 


Life Insurance Company of Philadelphia 
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URGES REFINING 





Says Risk Classes 
Are Invitation To 
Adverse Selection 


Recent developments in life insur- 
ance, such as graded premiums and 
rate differences by sex, have material- 
ly affected definitions of “risk classes” 
and suggest the desirability of a gen- 
eral refinement of rate structures for 
non-participating insurance, according 


H2NATIONAL UNDERWRITER ae 


to James C. H. Anderson of Atlanta, 
consulting actuary with Bowles, An- 
drews & Towne. 

The determination of risk classes 
has an important bearing on profit 
margins, Mr. Anderson said in a paper 
presented at the regional spring meet- 
ing of the Society of Actuaries at At- 
lanta. He said if all life insurance 
purchases were made on the basis of 
price alone, aggregate industry profits 
would be materially reduced and 
might even vanish. 

Citing the wide variation from com- 
pany to company in definition of risk 
classes and hence in premium rates, 


he pointed out that the buyer* has the 
opportunity to select against the indus- 
try as a whole by buying from a com- 
pany whose classification system fa- 
vors him. 


Cites Wide Ranges 


Non-participating premiums for 10 
companies were cited at different 
ages and differing policy amounts and, 
while the cost range from highest to 
lowest company for all ages and 
amounts combined averaged only 
about 4%, certain instances showed a 
range as large as 23% and the actual 
premium differentials ran as high as 





The Time is 


NOW! 























The past dozen years have seen more 
changes in the life insurance industry than the 
preceding hundred years. The next dozen years 
are likely to be even more exciting . . . and 
profitable . . . for the professionally-minded 
life insurance counselor. 


The inevitable boom in the 60’s. Higher 
income levels. New tax and estate problems. 
New Social Security applications. Rapidly ex- 
panding Group Insurance and Pension Plans. 
Use of Mutual Funds in estate planning. An- 
nuities. Personal and family finance. Knowl- 
edge of these and much more will build your 
client’s confidence in you. 


Rich rewards will go to the career under- 
writer who devotes time and talent now, pre- 


STAR OF 
THE NORTH 





The 
Miinnesota 


Mutual Life 


paring himself to become a C.L.U. and render 
the brand of life insurance service more and 
more of today’s clients require and expect. 


No other industry surpasses life insurance 
in available professional training. Pinnacle of 
this training is the Chartered Life Underwriter 
program of the American College of Life Un- 
derwriters. Minnesota Mutual is pleased and 
proud to number many C.L.U.s among its field 
force and home office staff. We encourage 
others constantly to study and work for this 
honored designation. Talk it over with your 
Manager or General Agent, your local C.L.U. 
chapter, or a friend or colleague who is a 
C.L.U. 


Insurance Company 


VICTORY SQUARE - 


ST. PAUL, MINNESOTA 
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$11.15 per $1,000 of insurance et cey, 
tain ages and amounts. 

Factors determining the thecretica 
premium rate were said by Mr. Ander. 
son to include the probability of ¢g. 
lecting premiums; interest earned on 
accumulated funds; benefits paid 
survival, death or withdrawal; ex. 
penses incurred, including taxes anj 
reinsurance costs; charges  assesseq 
for contingencies; profit objectives g 
the company; the basis of liabilitie, 
established for future benefits. 

The increased importance of price 
as a factor affecting sale of life insyy. 
ance was cited as a hazard whe 
communicated to the public, the ult. 
mate result being a more informe 
buyer and “a consequent increase jp 
the gravitational effect of low prenj- 
um rates on the distribution of life 
insurance sales.” 


Suggests Possible Developments 


Mr. Anderson suggested that the 
future may see such developments as 
a system of premium rates graded by 
policy size which recognizes differ- 
ences attributable to the length of the 
premium period; fractional premiums 
which recognize the per-collection ex. 
pense, the effect of age and plan, and 
possibly the effect of fractional premi- 
ums on deficiency reserves; nonfor- 
feiture values which recognize the 
effect of policy size and sex. 

The balance of his paper was de- 
voted to a technical discussion of a 
new system for calculating gross pre- 
miums and profit margins for non- 
participating insurance. He said the 
same techniques could be employed to 
determine the aggregate worth of a 
block of non-participating business or 
of an established agency organization. 

Arthur W. Havens and Harry M. 
Sarason, consulting actuaries of Los 
Angeles, presented a technical paper 
describing the use of interpolation 
commutation columns in calculations 
relating to monthly payment insur- 
ance that are carried out by means of 
electronic data processing machines. 

Charles N. Walker, assistant vice- 
president of Lincoln National Life, 
presented an actuarial note setting 
forth commutation functions and net 
premiums required for reserve cal- 
culations for individual and family 
major medical expense insurance. 


PRE-PUBLICATION 
NOTICE 


The concise and practical tax studies listed 
below will be of considerable interest to 
financial officers, professional consultants 
and others responsible for fiscal policies of 
LIFE INSURANCE COMPANIES. 


Publication date will be approximately 45-60 
days after enactment of the “Life Insurance 
Company Income Tax Act of 1959.” 

TAX PLANNING FOR LIFE INSURANCE 
COMPANIES—1959 $25.00 


$ HOW TO PREPARE THE 1958 LIFE IN- 
SURANCE INCOME TAX RETURN $20.00 
(Significant accounting recommendations will 


be reflected throughout along with reproduc: 
tions of worksheets.) 


Edited by JOHN B. REID, JR. 


A 5% discount will be granted on those 
orders accompanied by remittance. 
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LIFE INSURANCE EDITION 


THE NATION'S 

NO. 1 INSURANCE PROSPECT 
--. THE MANAGEMENT MAN 
WHO READS 

BUSINESS WEEK 





Why take out insurance? No 


need to waste effort con- 








vincing the Business Week 
reader of this... the aver- 
age subscriber carries 
$40,119 in life insurance 


(excluding group). Far from 








adequate, we’re sure, when 
you note that the salary of 
the average BW subscriber 
is $21,000 — highest by far 
among all weekly maga- 
zines. Best of all, he’s more 
than willing to give his at- 
tention to a business-like 
proposition when he finds it 
in Business Week — “‘best- 














read’’ of management 


magazines. 





Source: Business Week Audience Report — 1958 


BUSINESS 


YOU ADVERTISE IN BUSINESS WEEK ee 
WHEN YOU WANT TO INFLUENCE MANAGEMENT MEN 





A McGraw-Hill Magazine—330 West 42d St., New York 36, N. Y. 
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FeNATIONAL UNDERWRITER 


Says Agents Hold Key To Beating Inflation 


(CONTINUED FROM PAGE 1) 


chewing away at our dollars, which 
highlights institute ads and other anti- 
inflation material, has become a 
household symbol to us all,’ he said. 

Displaying one of the anti-inflation 
portfolios distributed to the nearly 
800 local life underwriter associations 
affiliated with NALU, Mr. Gray 
praised the preparation of such materi- 
al as being in the public interest and 
vital to the continued solvency and 


security of America. 

“The President can lead the fight 
for a balanced budget,” he told the 
Maryland agents, “but his chances of 
winning it depend upon solid evidence 
of the fact that the country is in back 
of him.” 

The battle of the budget is every- 
one’s business, he said, and can not 
be treated as “a kind of weird enter- 
tainment coming from Washington. 


“If you are worried about your 
government’s finances, if you realize 
what inflation can do to your business 
and to your country, and if you see no 
justification for a deficit budget in 
these prosperous days, then sound off 
about it,’’ Mr. Gray said. 

What can the individual American 
do to bring spending under control? 
Here’s Mr. Gray’s answer: 

1. Individual taxpayers should think 
twice before making demands on Con- 
gress for more services and benefits. 

2. Citizens can show that they are 
ready and willing to support a bal- 





pend! 
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Now! . « » premiums are graded by policy size. 
New! . « « Reduced rates — “double discounts” for women. 
New! . « - Lower gross premiums for Ordinary Life and Life 





Powerful ) 
Salesbuilders 4; 


The Shouandoaly Life Plowned Progress Conins * a9 





Paid-Up at 85. 


privileges. 


interest rate to 5°. 


Go Places With The Company That’s Going Places 


Shenandoah Life 


Level Term riders with attractive conversion 


Streamlined policy form which includes reduced loan 


Insured Insurability rider for clients 37 and under 
with right to purchase permanent insurance. 
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anced budget. 

“The novelty of hearing fror: tay. 
payers who think that economy 
good for the country will cause any 
congressman to listen in astonish. 
ment,” he said. 

Mr. Gray was but one of severg 
prominent speakers who participatg 
in the largest meeting ever held by 
the Maryland association. Others 
the program were Howard W. Kacy 
president of Acacia Mutual Life: Joby 
E. North, director of agencies Pry. 
dential; Francis H. Evatt, manager fo 
American National in Greensboro 
N.C.; William H. Gatling, Jefferson 
Standard, Norfolk, Va.; and Ann Bick. 
erton, NALU director of field services 

The early afternoon session wes 
devoted to four panels on “prospecting 
the combination way,” “writing lives” 
“how to write a million on average 
business,” and “advanced underwrit. 
ing.” 

A NALU “first”? was scored at the 
state meeting with a novel “Life With 
Father” panel session produced by the 
wives of attending association mem. 
bers. The ladies exchanged ideas on 
how to help their husbands succeed 
as agents and how the agent’s family 
can make his job a more cooperative 
venture. 

At the business session that cop- 
cluded the annual meeting, Edward 
Russo, Northwestern Mutual, Balti. 
more, was elected president. He suc. 
ceeds Fred E. Hill, American National 
Silver Spring. 


Actuaries Prepare 
To Implement New 
Mortality Tables 


With the use of the commissioners 
1958 standard ordinary mortality table 
much nearer than was anticipated at 
the time of its approval by National 
Assn. of Insurance Commissioners in 
December, Society of Actuaries has 
taken steps to prepare materials to 
implement the table for practical use 
by life companies. 

A committee to set up and publish 
tables of actuarial functions derived 
from both this table and the commis- 
sioners 1958 extended term insurance 
table has been appointed by Pearce 
Shepherd, society president and vice- 
president and chief actuary of Pru- 
dential. Richard C. Guest, past presi- 
dent of the society and vice-president 
of Massachusetts Mutual, is chairman 
of the committee, which will start 
work before the end of June. 


Use Permitted By Some States 


The functions to be tabulated and 
published will be those needed to cal- 
culate reserves and _ non-forfeiture 
values based on the new tables and 
will include reserves for different 
plans, ages and durations according to 
both the net level and the commis- 
sioners reserve valuation methods and 
minimum cash values according to the 
standard non-forfeiture law. 

These will be shown at different 
rates of interest. Functions involving 
disability and accidental death con- 
tingencies are also expected to be 
included. 

Use of the 1958 tables is already 
permitted by half the states, and the 
number is expected to increase by the 
end of the year. In most cases, state 
law requires that the new tables be 
used as minimum standards by Jan. i, 
1966, but their prior use is optional, 
and some companies doing business 
only in those states which have 
adopted them may start shifting t0 
them in the relatively near future. 
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GRESG OF AMERICAN COLLEGE: 





Presents Case For Investment In Life 
Insurance; Deplores Flight To Equities 


In his address at the annual Ohio 
State University insurance  confer- 
_ ence at Columbus, 
Davis W. Gregg, 
president of Amer- 
ican College, con- 
demned the flight 
to equity invest- 
ments as a hedge 
against inflation, 
which inevitably 
is being’ carried 
out at the expense 
of sound invest- 
ment in life in- 
surance. At the 
same time, he re- 
viewed the conventional attributes of 
a good investment and showed how re- 
markably well life insurance measures 
up to the standards. Because of the 
continued interest in the subject of in- 
flation and the effect it is having on the 
direction in which investment dollars 
are tending to go, we are reprinting 
below in abbreviated form Mr. Gregg’s 
case for life insurance as a safe and 
profitable form of investment. 





Davis W. Gregg 


By DAVIS W. GREGG 


Inflation is the devastating foe of 
everyone—destructive of economic, 
social and moral fibers throughout the 
fabric of our society. But, to life in- 
surance, it is an even greater menace. 
Its insidious and cancerous growth is 
leading us into confused and disorder- 
ly thinking. Most alarmingly, it is cre- 
ating doubt in our minds which surely 
can lead to our destruction. 

What evidence do I have for such 
extreme statements? 

—First, permanent life insurance 
represents an ever-decreasing share 
of life insurance sold. 

—Second, some career life under- 
writers are losing their zeal for life 
insurance as an investment. Minimum 
deposit plans, bank loan plans and the 
like, suggest a weakening of our faith. 
Yes, some life underwriters are for- 
saking their profession to get on the 
inflation bandwagon and ride to glory 
on the stock market. 

—Third, some leaders in life insur- 
ance are becoming panicky and are 
blindly striking out at competitive in- 
vestment media—as if these media 
were our true adversaries. 

—Fourth, repeatedly we see chal- 
lenges to life insurance as good in- 
vestment property—in national maga- 





LIFE AGENCY DEPARTMENT 
OPENINGS $15,000 - $10,000 


West Coast Life Agency Director $15,000 
East Life Training Director $15,000 
East District Agency Manager $13,500 
Midwest H. Off. Asst. Dir. Train. $10,000 
Northwest Assistant Agency Director $10,000 


Employers offering these positions are inter- 
ested in men with following backgrounds: 
age, thirty-two—forty-five, successful admin- 
istrative sales career of at least seven years. 
Employers with Home Office positions have 
mandatory stipulation, individuals have at 
least three years recent Home Office expe- 
Tience. Positions comparable to the above 
available all areas of the country. Many 
with stock options. 

4 postal card or letter will bring "HOW WE 
OPERATE.” No obligation to register. CON- 
FIDENTIAL HANDLING ALL INQUIRIES. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 


330 S. Wells Chicago 6, Illinois 
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zines, in financial services and in the 
trade press. 

It is my belief that we are now see- 
ing the beginning of a flight of life 
insurance savings dollars into other 
investment media—especially of the 
equity type. 

And, might I remind you that this 
flow of funds into equities is almost 
entirely a flow of cash. Margin re- 
quirements do not permit the same 
kind of ballooning of credit as we had 
in the ‘20s. At present only 1.3% of the 
listed stocks on the N. Y. Stock Ex- 
change are held on margin. 

Where do these funds come from? 
Some of the flow is reflective of the 
higher incomes we enjoy as of 1959— 
with more so-called discretionary in- 
come to be spent or invested as we 
please. Some represents the willing- 
ness of people to postpone consump- 
tion if there is a chance to get rich 


quick in a period of rising stock prices. 
Yes, and some of it, I fear, represents 
dollars which are fleeing from so- 
called fixed-dollar investments of 
which life insurance is one. 


Why The Interest In Equities? 


Why the great and mounting inter- 
est on the part of the American public 
in equity investments? The answer is 
simple: We have been in a period of 
inflation for at least 20 years; it is as- 
sumed inflation will continue almost 
indefinitely; and it is further assumed 
that stocks are a hedge against infla- 
tion. Let’s examine each of these 
points. 

Have we had inflation? Obviously, 
yes. Even a fool could not overlook the 
depreciating value of the American 
dollar. : 

Will the defeathering of the Ameri- 
can monetary eagle continue in the 
future? Some experts say “yes;” some 
say “no.” Many of our finest economic 
thinkers believe that inflation, even 
of the creeping variety, is not inevita- 
ble; that we as a nation are beginning 
to realize its dangers and are now 
ready to do something about it. Many 
believe that monetary controls, work- 

(CONTINUED ON PAGE 30) 
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ALC Life Officers 
Investment Seminar 
Set For Junel15 -26 


Curriculum has been completed for 
the life officers investment seminar 
of American Life Convention at Beloit 
(Wis.) College June 15-26. 

The University of Chicago graduate 
school of business has cooperated with 
the financial section of ALC in con- 
ducting the seminar since 1947. The 
seminar is a graduate program for 
executive officers of ALC member life 
companies. 

Marshall D. Ketchum, professor of 
finance University of Chicago, is di- 
rector of the seminar, and Rolland E. 
Irish, president of Union Mutual Life 
and ALC, is chairman of the board of 
regents. 


Robert L. Woods, general agent of 
Massachusetts Mutual at Los Angeles, 
was honored with a luncheon given 
by members of his agency on the oc- 
casion of his 25th anniversary with 
the company. 

























New Business Insurance Tools 


The Lincoln National man is solidly in 


cast. 


ness Security 


men. 


The 


the business insurance market, thanks to 


his new up-to-date Business Security Fore- 


Introduced to LNL’s field management 


people at 5-day regional seminars, the Busi- 


every kind of business insurance and deals 

with A & S as well as Life situations. 
Lincoln National’s new Business Security 

Forecast is another reason for our proud 


claim that LNL is geared to help its field 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Forecast material covers 


Fort Wayne, Indiana 
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HieNATIONAL UNDERWRITER 


Home Office Changes 


Equitable Society 

C. William Hartge has been named 
manager of the residential mortgage 
department’s new business division. 
He has been supervisor of the residen- 
tial mortgage department at Washing- 
ton, D.C. 

In the banking division of the treas- 
urer’s department, Herman Lamke has 


been appointed manager and James E. 
Hennessy becomes assistant manager. 
Mr. Lamke has been with Equitable 
39 years and Mr. Hennessy 32 years. 


New York Life 


Stewart J. Campbell, administrative 
assistant at Cleveland, has been named 
college relations assistant in the per- 


sonnel department. He entered the life 
business as an agent of National Life 
of Vermont at Cleveland, later becom- 
ing brokerage manager there for Oc- 
cidental of California. He joined New 
York J,ife in 1954 as brokerage man- 
ager. 


Mutual Of New York 


William H. Witmer, agency assistant 
since 1955, has been appointed super- 
visor of agency administration. He 
joined Mutual in 1939 as a clerk at 
Harrisburg and became a member of 





The principles and policies 


management reflect a philosophy of 
responsible Christian stewardship in 
behalf of the 535,000 members who 
own Aid Association for Lutherans. 
Their trust has helped us serve more 
Synodical Conference Lutheran fami- 
lies with lower cost life insurance pro- 
tection and their church institutions 


with increasing benevolence programs. 


AID ASSOCIATION FOR LUTHERANS 


APPLETON, WISCONSIN 


of AAL 
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the home office sales department in 
1951. 


Massachusetts Mutual 


C. Lowell Mc. 
Pherson, director 
of sales promotion 
since 1958, has 
been named direc. 
tor of public rela. 
tions and - sales 
promotion. He 
joined Massachu- 
setts Mutual in 
1947 as a training 
consultant and 
became director of 
training in 1950, 
He has also been 
associate director of the Purdue course, 
director of life insurance marketing 
courses at Texas Christian University 
and the University of Connecticut, and 
past president of Lynchburg (Va) 
Life Underwriters Assn. and of 
Charleston (W. Va.) Life Underwrit- 
ers Assn. 





C. L. McPherson 


Security Benefit Life 


Will J. Miller Jr., counsel since 
joining the company in 1954, has been 
promoted to assistant to the president. 
Robert S. Phillips, group director, has 
been promoted to assistant vice- 
president of group, and Marc F. Good- 
rich, assistant director of agencies, 
becomes assigtant vice-president of 
ordinary. Mr. Phillips joined the com- 
pany as group director in 1954, and 
Mr. Goodrich went with Security 
Benefit in 1955. 


Postal Life 


Edward J. 
Brown has_ been 
named assistant di- 
rector of agencies. 
He has been as- 
sistant director of 
training of Mutual 
Benefit Life and 
before that was su- 
pervisor at Dan- 
ville, Ill. 





Edward J. Brown 


Monarch Life 


David W. Gordon, financial vice- 
president since 1945, has retired and 
H. Philip Chapman Jr., investment 
vice-president of Springfield Fire & 
Marine, a Monarch affiliate, has been 
elected investment vice-president to 
succeed Mr. Gordon. Mr, Chapman 
joined Springfield in 1940, was elected 


LISCO 


ome LIFE INSURANCE =e 
SECURITIES CORPORATIO 
> a 


“MUTUAL FUNDS 
AND THE 
LIFE INSURANCE AGENT” 


We have prepared an interest- 
ing statistical and factual 8- 
page brochure on this timely 
and controversial subject. Life 
Insurance Agents who are 1n- 
terested in Mutual Funds will 
find this brochure informative 
and helpful. Send for your free 
copy today. 


LIFE INSURANCE 


SECURITIES CORPORATION 
Executive Offices 
84 EXCHANGE ST., PORTLAND, ME. 
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financial secretary in 1950 and a 
director of Monarch in 1958. Mr. Gor- 
don has been with Monarch since 1933 
when he was named investment sec- 
retary and he was elected a director in 


1953. 


Republic National 


J. Virgil Cottle 
Jr. and Frank A. 
Jeffett have been 
named vice-presi- 
dents in the rein- 
surance division, 
and Jesse Flick be- 
comes. assistant 
vice-president of 
reinsurance. Mr. 
Cottle joined Re- 
public National in 
1954 and has been 
assistant vice- 
president of rein- 
surance since 1956. Mr. Jeffett joined 
the reinsurance division in 1954 and 


J. V. Cottle Jr. 





Frank A. Jeffett Jesse Flick 


was promoted to assistant vice-presi- 
dent in 1955. With the company since 
last August, Mr. Flick has been special 
reinsurance representative. 


Manhattan Life 


Francis X. McGuirk and John J. von 
der Leith, attorneys in the law de- 
partment, have been appointed assis- 
tant general counsels; Edward Sotto- 
land and Vincent O’Dair, underwriters, 
are promoted to senior underwriters, 
and John A. Kitinoja Jr. becomes 
assistant manager of the newly created 
premium billing division of the premi- 
um reporting and commission paying 
department. 


Northwestern Mutual 


David D. Hoene, 
district agent at 
Helena, Mont., has 
been promoted to 
assistant superin- 
tendent of educa- 
cation and _ field 
training at the 
home office. Before 
joining the com- 
pany in 1956, he 
was education ad- 
ministrator at Re- 
gis College, Den- 
ver. 





David D. Hoene 


Pan-American Life 


Frank B. Fenerty has been appointed 
assistant counsel. He has been attorney 
of the mortgage loan office of Pru- 
dential in New Orleans. 


Connecticut Mutual Life 


Russell F. Hanmer, administrative 
assistant in the accounting depart- 
ment since 1954, has been appointed 
supervisor of accounts, and E. Milton 
Humes, head of the tax department 


‘ since 1935, becomes supervisor of tax 


information services. 


PROFESSIONAL INSURANCE—In 
the group department, H. J. Kight has 
been appointed assistant to the presi- 
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dent in charge of agencies in the south 
Atlantic region, and Frank R. Keasler 
is promoted to the same position, but 
is in charge of agencies in the south- 
eastern region. H. C. Peddicord, re- 
gional manager in west Florida and 
Alabama, is appointed assistant sales 
manager in the southeastern territory. 


SEABOARD LIFE has named as 
chairman of the directors’ executive 
committee Samuel Kosman, founder 
and organizer of Preferred Life of 
Wilmington which merged with Sea- 


board in 1958. He is a former counsel 
and special deputy superintendent of 
the New York department, and former 
general counsel and vice-president of 
Mount Vernon Life, now Northeastern 
Life. 


QUAKER CITY LIFE—Named di- 
rectors are Frank J. Long, executive 
vice-president and treasurer of Don- 
ner Corp.; John V. Diggins, judge of 
the 32nd district of Pennsylvania; 
Frank T. Lamey, vice-president, and 
Arthur H. Nelson, treasurer. 
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SECURITY - CONNECTICUT has 
named William W. Beers field super- 
visor for Connecticut in charge of 
sales promotion and agent training. He 
has been manager at New Haven and 
Hartford and, since 1958, life field man 
for Connecticut. 





Mutual of New -York’s San Diego 
agency has become the first unit to 
earn the 1959 “topper” title, awarded 
when an agency sells more than $10 
million of life insurance during the 
year. 

































NATIONWIDE MUTUAL INSURANCE COMPANY - NAT 


HOW TO 


Mr. Ed J. Thibodeau,(left)Nationwide Group representative 
with Mr. William C. Dennis, Secretary-Manager 
Builders’ & Traders’ Exchange of Detroit. 


‘UP-DATE’ YOUR 
GROUP PROTECTION... 


... AND STILL KEEP COSTS IN LINE! The Builders’ 
and Traders’ Exchange of Detroit, one of the 
largest ‘associations of its kind in the 
country, has carried Group A & S with 
Nationwide since 1957. To modernize 
this program for the 1550 executive 


members and their employees, 
the Exchange has now super- 


imposed Nationwide’s Major Medical 
Plan .. . for only a slight additional 


premium! If you would like to 
restyle your Group program— 
within a budget and with 
one company to serve all 
your protection needs— 
contact: Nationwide 
Group Sales Department, 
246 North High Street, 
Columbus 16, Ohio. 


wate) fat) - 


INSURANCE 


WIDE LIFE INSURANCE COMPANY - HOME OFFICE: COLUMBUS, OHIO 
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Prudential 
Karl P. Johnson 
has been named 


southern Califor- 
nia regional man- 
ager of the mort- 
gage loan depart- 
ment, succeeding 
Peter F. McManus, 
who is retiring af- 
ter 22 years with 
the company. Mr. 
Johnson joined the 
the company in 
1935 and most re- 
cently has been as- 
sociate general manager of the mort- 
gage loan department at the Minnea- 
polis regional home office. 


Pacific Mutual 
L. Van Flenker has been named 
manager at Fresno, replacing retired 
General Agent Charlton G. Stande- 


Karl P. Johnson 
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Changes In The Field 


ford, who will continue in personal 
production. In the business since 1936, 
Mr. Flenker has been with Mr. 
Standeford for 12 years as supervisor 
and associate general agent. 


Franklin Life 


Robert K. Jones of Kannapolis, N.C., 
has been appointed district agent for 
Cabarrus and Rowan Counties. He 
entered the business in 1956 with 
Jefferson Standard and before his 
present appointment, he was with 
Gulf Life. 


Manufacturers Life 


Donald W. Heatherington has been 
named brokerage manager at Hartford. 
He will be associated with James M. 
Robertson, manager, and will develop 
brokerage business in Connecticut 
and west Massachusetts, including 
Springfield. Mr. Heatherington was 
appointed secretary at Hartford in 


1957 after nine years in various capa- 
cities in the company’s Edmonton and 
Calgary offices. 


New England Life 
Edmond J. Nou- 
ri, associate gener- 
al agent at New 
York, has been 
named manager 
during the absence 


of Wheeler H. 
King, general 
agent, who _ has 


been ill for several 
months. Mr. Nouri 
joined New Eng- 
land Life in 1954 
as supervisor of 
the Schmidt agen- 
cy at New York and went with the 
King agency in 1958. He is a member 
of MDRT and a CLU. 





Edmond J. Nouri 


Colonial Life 


John Kuzne, manager at Paterson, 
N. J., since 1952, has been appointed 
manager at Trenton, to succeed Harry 
Rice, who has transferred to the home 





advantages for you 


in selling 





SALARY CONTINUANCE PLANS FOR EMPLOYEE GROUPS 


> You can offer conventional one-year renewable term 
plans or non-cancellable guaranteed renewable coverage 

> » ° 
for groups of 15 or more — written on a true group basis 


Provident 





and providing realistic benefits. 


> 
> 


BROKERAGE BUSINESS INVITED 


PROVIDENT LIFE © ACCIDENT * SICKNESS 


LIFE AND ACCIDENT 


ee ae ee ee 


You can offer Provident’s exclusive 10/12 Plan, employ- 
er participation optional, for groups as small as five. Each 
member of the group can select his own coverage. 


You are backed by a pioneer company in the field. Spe- 
cialists are available to assist you in placing the business. 


> You have a tremendous market. Ask us for details. 





HOSPITAL® SURGICAL e MEDICAL 


cs 
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office and is assigned to the preside::t’s 
staff. Mr. Kuzne joined Colonial in 
1946. 


Connecticut General 


Named brokerage consultants are 
Arnold W. Borley, Chicago; Walter 
C. Duemer, Cleveland; John A. Free. 
man, Memphis; Thomas V. Hunter Jr, 
Los Angeles; John M. Kelsey, New 
York; David G. O’Brien, Boston, and 
Nicholas Shundich, Cincinnati. 


New York Life 


William F. Gleason thas been named 
home office representative in charge 
of the Honolulu district group office, 
He has been with the San Francisco 
group Office since 1957. 


Mutual Of New York 


Paul S. Miller 
has been named 
manager at Phila- 
delphia to succeed 
Vesper L. Wurster 
who is returning to 
Buffalo, N.Y., as 
assistant manager. 
Mr. Miller joined 
Mutual in 1958 as 
a managerial 
trainee after seven 
years with Metro- 
politan and Pru- 
dential. His ap- 
pointment is effective July 1. Mr. Wur- 
ster had been with the Buffalo agency 
for 20 years as office employe, agent 
and assistant manager before going to 
Philadelphia in 1955. 





Paul S. Miller 


Northwestern National 


Aleck Hovanes has been named 
manager at Spokane. He joined the 
company in 1948 and since 1957 has 
been a member of the home office 
agency field service. 


Occidental Of California 


Harold D. Boswell has been ap- 
pointed general agent at Midland, Tex. 
He has been with National Educators 
Life in Midland since 1955. 


Manhattan Life 


Archer Karnes, 
district agent at 
Port Chester, N. Y., 
has been named 
general agent 
there. He entered 
the insurance bus- 
iness with Insur- 
ance Company of 
North America in 
1954, and _ joined 
Manhattan Life in 
1956. 





Archer Karnes 


Northwestern Mutual 


Fred H. Mamer has been appointed 
production manager of the Jamison 
agency at Chicago. Since 1946 he has 
been district manager and agent at 
Kalamazoo of Equitable Society. 


North American Accident 


General agents appointed are Milton 
I. Weiss at Syracuse and George E. 
White Jr. at Albany. 


General American Life 


James F. Temple, district group 
manager at Cleveland, has been named 
to head a new regional group office at 
Fort Worth. He will be succeeded at 
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Cleveland by Lawrence T. Marcagi Jr. 
Mr. Temple has been with General 
American since 1947, Mr. Marcagi, who 
joined the company in 1953, was at 
the Pittsburgh district group office. 


Massachusetts Mutual 
Edward G., Bren- 
nan, former super- 
visor at New Or- 
Jeans, has been 
named_ general 
agent of the newly 
opened agency at 
Shreveport, and E. 
Allen _ Gillispie, 
agent at Shreve- 
port since 1930, be- 
comes associate 
general agent. Mr. 
Brennan, a man- 
agement trainee 
since 1958, joined Massachusetts Mu- 
tual in 1956. Mr. Gillispie is a CLU. 
Lawrence E. Simon, general agent at 
New York since 1932, has resigned to 
devote himself to his activities as 
president of Pension Corporation of 





Edward G. Brennan 





H. C. Copeland Jr. 


Lawrence E. Simon 


America, pension specialists, and is 
succeeded by Harry C. Copeland Jr., 
general agent at Syracuse since 1954. 
Mr. Simon joined Massachusetts Mu- 
tual in 1915 as a clerk and became an 
agent in 1917. Mr. Copeland became 
district manager at Ithaca, N.Y., in 
1950. He is a life and qualifying mem- 
ber of MDRT and past president of 
Syracuse General Agents & Managers 
Assn. 

Forrest L. Olin has been named 
staff supervisor at Davenport, Ia. He 
will assist in recruiting and training 
of new personnel under James N. 
Cardwell, general agent there. Mr. 
Olin was formerly with New York Life 
for four years. 

Thomas D. Mackey Jr. has been 
appointed supervisor at New York. He 
entered the life business in 1951 and 
for three years has been general agent 
of Equitable of Iowa at White Plains, 
N.Y. 


Western Life, Montana 


Nicholas Baro- 
vich has been ap- 
pointed super- 
intendent of agen- 
cies for Arizona 
with headquarters 
at Phoenix. He 
joined the com- 
pany in 1951 and 
has been general 
agent at Missoula, 
Mont. 





Nicholas Barovich 


GENERAL LIFE of Milwaukee has 
Named as general agent in Madison 
the Fish & Schulkamp agency. It is 
one of the largest general insurance 
agencies in Wisconsin. John W. Fish, 


‘executive vice-president of the agency, 


has been named a director of the 
company. 


SEC U RIT Y-CONNECTICUT has 
named the following general agents: 
Lewis E. Schuyler, Bakersfield, Cal.; 
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Martin V. Apy Jr., New Canaan, 
Conn.; Raymond P. Chuzas, Norwalk, 
Conn.; Francis X. Cole, Cornwall 
Bridge, Conn.; Frank T. Madden, Wa- 
terbury; John L. Wentworth, West 
Hartford, and Richard B. Worth, North 
Miami Beach. 


FIDELITY LIFE ASSN. has named 
Raymond L. Weisbach supervisor at 
Los Angeles. He was superintendent 
of agencies of Western & Southern 
Life. 


PATRIOT LIFE has appointed Milton 
Weiss general agent at Syracuse, N.Y. 
He has been general agent of Colum- 
bian National and Berkshire Life and 
manager of National Life of Vermont, 
all at Syracuse. 





Wis. General Agents 


Name Kasche President 


Life General Agents & Managers 
Assn. of Wisconsin, meeting during the 
annual gathering of Wisconsin State 
Assn. of Life Underwriters reported 
in last week’s issue, elected E. P. 
Kasche of Aetna Life as president to 
succeed William J. Nelson Jr., Mas- 
sachusetts Mutual. Other officers 
named were Kenneth W. Jacobs, Con- 
necticut Mutual, Milwaukee, vice- 
president, and W. C. Goebel, Central 
Life Assurance, Madison, secretary- 
treasurer. 

At the Wisconsin association meet- 
ing, Eugene C. Ebersol, North Ameri- 
can L.&A., Milwaukee, was named as 
the recipient of the Milwaukee asso- 
ciation’s first “man of the year” 
award. The presentation was made by 
Dale E. Simpkins, president of the 
Milwaukee’ association and newly 
elected president of the state associa- 
tion. Mr. Ebersol is a past president 
of both the Milwaukee and state asso- 
ciations, as well as current national 
committeeman for the Milwaukee as- 
sociation. He has been chairman of 
various state committees and is a 
member of several NALU committees. 


Weekly Underwriter Has 


100th Anniversary Issue 


The Weekly Underwriter has pub- 
lished a special issue to mark its 100th 
year of publication. Clifford Reckling, 
editor of the anniversary issue, com- 
piled an historical survey of insur- 
ance, a view of the business today and 
predictions on its future. 

Contributors from every segment of 
the business are represented in the 
publication which contains a number 
of historical photographs and prints. 


L. A. Agents To Hear 


Dodgers’ O'Malley June 17 


Walter F. O’Malley, president of the 
Los Angeles Dodgers, will speak at 
the annual meeting of Los Angeles Life 
Underwriters Assn. at the Ambassador 
Hotel June 17. Election of officers will 
be held at that time. - 

Life Managers & General Agents 
Assn. of Milwaukee will hold its an- 
nual golf outing and dinner June 19 
at Brynwood Country Club. Tennis, 
swimming and indoor sports are also 
on the program. Members of the Wis- 
consin State Assn. have been invited 
to participate, according to Jack Wind- 
sor, Connecticut General, chairman. 


Production of Equitable Life of Iowa 
in May was $15,077,392, up 14.5% 
over May, 1958. 


WAYS POSTAL LIFE 
ASSURES YOU A MORE 
PROFITABLE FUTURE 





“a Company on the move” ... is moving UP to a bigger, more 


Postal Life... 
profitable future. Here are five ways Postal Life assures YOU a more profitable future. 


UNLIMITED OPPORTUNITIES 


To enjoy really big profits . . . you must be at the top. That's where Postal 
Life wants you to be .. . at the top. And at Postal Life you can be there 
..» fast! 


AN ESTABLISHED COMPANY 


If you feel you’re being lost in the shuffle or you’re worried because your 
check Postal Life . . . not too big . . . not too small. 
and appreciated. 


company is so small... 
With Postal Life your worth is known... 


LIFE, ACCIDENT, SICKNESS AND HOSPITALIZATION 


To get that profit into your future you need to handle every line. Postal Life 
has every line so you’re never turned down because your company is minus a 
‘certain policy for your client! 


BETTER TRAINING 


If you're trained better . . . you sell better. Postal Life gives you this better 
training . . . for three full years. With this solid foundation you can put that 


profit into your future . . . quickly. 


LIBERAL CONTRACTS 


This is your personal profit . . . and Postal Life makes sure you get your full 
share. You, as the agent, are the key man in Postal Life’s organization so you 
receive the top commissions. 
These are only five of the many ways Postal Life assures YOU a more profitable 
future. Find out all the details. Contact Postal Life TODAY! 


POSTAL LIFE 


& Casualty Insurance Company 








612 West 47th Street, Kansas City, Missouri 
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greetings. The response was given by Rhode Island; Long of Tennessee, wrongdoers. 





SECURITY LIFE AND TRUST COMPANY 


WINSTON-SALEM,N.C. 


A Timely Message 
From Tully D. Blair, President 





In 39 years, Security Life and Trust Company has achieved OVER ONE 


BILLION DOLLARS OF INSURANCE IN FORCE ...a record attained by a 
than 6% of all life insurance companies in the United States and Canada. 


Unprecedented Growth Organized in 1920 


Insurance in force 1930 $ 28,641,897 


1940 63,140,272 
1950 275,086,498 
1954 531,830,274 


1959 1,021,278,779 


and sound progress, too, as indicated by the fact that 
' ll life insurance companies doing business in the 
ed continuing unqualified recommendation by 


An exceptional record of progress . . 
Security has long enjoyed top rating among a 
United States and Canada, which have earn 
insurance analysts. 

Financially Sound » A wide mar 
curity has $118.56 of assets “4 eac 
and the ability to meet all obligations. en Rae 

i i hose loyal cooperation, intellig: 
Able, Intelligent Sales Representatives, w : 
ee sincere interest in serving faithfully and well, made it possible for the Company 


to achieve this remarkable record. illest 
f Policyowners who recogni ha ¢ 
ee St espe neo assurance against living too long, dying too 


i iabilities i ignificant safety factor. Se- 
in of assets over liabilities is a signi 
: h $100.00 of liabilities. This indicates financial soundness 


life insurance policies offered, atam 
soon, or becoming totally disabled. 

KS to the Businesses and Ind qd 
no and sickness, hospitalization insurance and pension wens for <i 
THANKS to the Savings and Loan Associations who have provided mortgage insur: 


i life 
i ho recognized the value of complete group life, 
scapes “ their employees. 


tion for their customers. ae ee a 
i ho have afforded their clients group 
THANKS to the Banks and Businesses who pela cine =e 


THANKS to the People who have used Security’s loan an fae snes HR Ai 


businesses and industries, and to invigorate old ones... 
old ones. 


Security is now in position to do an att 
To Every one of You, “Thank you for a billion dollars of progress 


even better job for a larger number of people in the future. 
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General Agency Openings for = ————(‘“‘ VE We 
Qualified Men in Southeasiern States 
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Old Problems Reappear At NAIC Annual Were inducted into the 


The new NAIC subcommittee on 


day morning, the host commissioner, Maryland; Whitney of Massachusetts: that there hardly seems to be a prob- 
Otis Whitney, introduced Gov. Fur- Blackford of Michigan; Magnusson of lem of the type NAIC can tackle. In 
colo of Massachusetts and Edward Minnesota: Grubbs of Nebraska; various states there are various dodges 
McLaughlin, president of the Boston Thacher of New York; Stowell of being employed but the departments 
city council, both of whom offered Ohio; Musser of Oregon; Roberts of have laws behind them to foil the 


Beery of Colorado. and Adams of Wyoming. All of them Mr. Gerber explained that the sub- 
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committee was formed as the result 
of a statement at the last mecting 
that there has been a rise in twisting 


(CONTINUED FROM PAGE 1) anti-twisting laws and problems held : : z fe 
30-June 3, the 1960 midyear for New President Hammel introduced the 13 its first meeting at Boston, with ig oe Seteetaetiom. of Special 
York, Nov. 28-Dec. 2 and the 1961 commissioners new to NAIC since the Gerber of Illinois, the chairman, in Samuel Cantor of the New York 
annual for Philadelphia, June 4-9. New Orleans meeting: Rinehart of charge. The session produced a good department said, in answer to Mr 

At the first plenary session Tues- Alabama; Titano of Guam; Sears of amount of talk, but the conclusion was : . 


Gerber’s request for a report, that 
New York has found no special prob. 
lem despite reports that there is a 
problem. There is no substance to the 
few complaints received. 

Samuel E. Orebaugh of Iowa of. 
fered some _ background, explaining 
that the so-called family Policy jg 
used as a replacement for permanent 
insurance. There is, furthermore, 
twisting in connection with SO-Calleg 
“founders” policies or coupon policies 
containing an_ investment feature. 
These latter policies are susceptible 
of misrepresentation, Mr. Orebaugh 
declared. New life companies are 
deluging the midwest with special 
deals of this kind. Founders Policies 
are given “fantastic” buildups, he said, 
with the policyholder led to believe he 
will gain large sums, although actuari- 
al studies have shown that these 
policies have a net cost higher than 
most standard forms. Iowa has with. 
drawn approval of a number of this 
type of policy. 


Gerber Makes Query 


What should the subcommittee be 
doing about all this? Mr. Gerber in- 
quired. Is there inadequate legislation 
or what? 

Iowa does have laws to cope with 
the matter, Mr. Orebaugh admitted, 
but there appears to be enough dif- 
ference between the states that com- 
panies can develop a new angle to 
try in one state after the other. He 
said he was hoping for some sort of 
uniformity. 

Cyril Sheehan of Guaranty Security 
Ins. Co. of St. Paul, former Minnesota 
commissioner, said there was a keen 
interest evidenced by the departments 
at the December meeting in what was 
being done by the states to deal with 
these problems. The methods used 
successfully by one state were of 
value to the others. 


Thurman Describes Situation 


Thurman of Kentucky said the situ- 
ation got so bad in his state that the 
department put out a directive against 
sales pitches which violated the fair 
trade practices act. 

Roland Long of Massachusetts Mu- 
tual Life commented that the work of 
the New York department has had a 
salutory effect on the industry gener- 
ally. It is not the product but the 
method of selling it that needs to be 
policed, he said, although he admitted 
he had no familiarity with coupon 
policies. 

A. W. Penn of the Texas depart- 
ment said in his state the problem is 
not special policies but rather a drive to 
have insured cash in their present 
insurance, invest the money and take 
out a decreasing term policy for in- 
terim coverage while the investments 
shoot up in value. However, the com- 
plaints come from agents, not insured. 

Life agents in Texas have an entire- 


ACTUARIES 























HOME OFFICE » WINSTON-SALEM, N. C. 


i] 


PROGRESSIVE COMPANY EXPANDING AGGRESSIV‘ELY WITH THE SOUTH 








Lenard E. Goodfarb, F.S.A. 


Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 
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result ly different definition of twisting and Liquidation Deputy Missouri Agents Elect dead before you get to Washington,” 
necting | misrepresentation than the one on the : . Bi he said. 
Wisting | statute books, Mr. Penn observed. Un- Appointed In Pa. Robert Davis President CCIA was one of the first to support 
special | ger the aw, the injured insured must Morton S. Powlen, Philadelphia at- Robert E. Davis, Northwestern Mu- the model bill, Mr. Walsh recalled, but 
make a complaint, not an aggrieved torney, has been appointed special tual, St. Louis was elected president he said he wonders now, “with cha- 
’ York — agent. deputy commissioner of the Pennsyl- of Missouri Assn. of Life Underwrit- grin,” if that wasn’t a mistake. 
to Mr. Taylor Bigbie of NALU offered the vania department, in charge of liqui- ers at the annual convention at Lake In the majority of states where the 
t, that thought that the rash of twisting is due dations. of the Ozarks. He succeeds Clarence bill has failed, Mr. Walsh added, it 
| prob. to dual licensing of salesmen as life Since 1955, he has been a special H. Meyer, Prudential, Jefferson City. will continue to fail if the industry is 
e is a agents and mutual fund salesmen. Per- deputy attorney general with the state Other officers are F. X. Schumacher, to be crucified. The problem is that of 
to the haps the subcommittee would like to justice department, assigned to insur- Continental Assurance, Sikeston, and implementation, he declared. The in- 
look into that, he suggested. ance liquidation. Steve F. Schneider, New York Life, dustry was asked to trust the commis- 
Va of Pooh, pooh, said Douglas Thornsjo Springfield, vice-presidents, and Thom- sioners, but that isn’t working out. 
laining of Investors Syndicate Life of Min- future to account for their efforts to as V. Fitzgerald, New York Life, St. Maybe, he said, the big problem is go- 
licy jg  neapolis. His company is licensed in secure passage of this type of regula- Louis, secretary-treasurer. ing back to that question of trusting 
nanent _-27 states. Its agents sell life insurance tion. A recommendation for an agent’s the commissioners. It has been a prob- 
‘rmore. _ and also sell the securities of Investors Albert Pike of Life Insurance Assn. licensing and qualification law was lem state by state. ; 
-called Diversified Services, the parent com- said LIA and ALC have supported the made. Missouri is one of the few states Mr. Gerber admitted the problem is 
D0licies pany. Nobody is complaining, and be- model bill, although as it is introduced which does not have one. Directors a trying one, full of differences. But, 
eature. fore Investors Syndicate Life was lM the states a number of suggestions also went on record as favoring a revi- he said, to defeat the legislation will 
eptible formed these agents did the same for changes have arisen. His organiza- sion and modification of the insurance avail the industry nothing, nor the 
ebaugh thing for Federal Life & Casualty and tions intend to work up some amend- code and an adequate budget for the commissioners. The public will lose. 
1S are North American Life & Casualty with ments which will be filed with NAIC insurance department. Commissioners Palmer of Indiana 
special the same record. The agent treats each after Labor Day. and Beery of Colorado wondered about 
olicies form in its appropriate place—life in- Mr. Walsh at this point broke up the large issue when the industry suggest- what Mr. Walsh was driving at, and 
e said surance first, investments second. The harmony by asserting, amcng other ed amendments are filed. Emotional- asked him for elucidation, but Mr. 
eve he { company runs credit reports on all things, that there is a lack of knowl- ism is taking over in the credit insur- Walsh opined that much of the precise 
ctuari- those to whom term is sold to see if edge among commissioners as to the ance regulation area, he charged. nature of the problem would be bet- 
these permanent insurance is being re- authority the bill gives them. This is a There is a lot of worrying about Wash- ter left unsaid at an open meeting. 
r than placed. vital issue, he declared, and may be a ington, but “it doesn’t help if you’re S. Daniel Juliani of Aeina Life 
with- ‘hi : : 
of this pee Chonaes Vinton chet te ome ee You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 
This is in violation of the joint aa d 
statement of principles of NALU and Pe o ‘ wae wee 
National Assn. of Investment Com- Ps i % Pe sa) es me 
tee be panies, Mr. Bigbie charged. Mr. a ‘ ; \ / 
yer in- Thornsjo was in the midst of replying ; THE ter HAN D 7 - \AJ AT THE ‘ 
slation that this is a matter of interpretation t i i WH t ‘ 
when he was interrupted by Mr. t M i K ! / R I~ H 
© with | Gerber who suggested: “Why don’t \ UST NOW: a: : \GH i AND , 
nitted, you take him out to lunch and see if ie E 1} iS ! 
h dif- you two can’t solve this?” "he a a he DO! N be a } 
- com- Debate on such a high level of un- "hk, at” ‘ Ps 
gle to derstanding that the implications were 4 , 
er. He caught by only a few of those in the 
ort of room featured the meeting of the sub- 
committee on credit life and credit 
curity A&H legislation. William J. Walsh of 4 
nesota | Consumer Credit Insurance Assn. held & 
1 keen the center of the stage on this score. a 
tments Two of the commissioners asked him % 
at was _ if he could let them in on just what & 
1 with was being discussed, but Mr. Walsh Fe 
used said he did not think such matters s 
re of should be elaborated upon in an open 
meeting. 
Gerber Calls On Downey 
> situ- Gerber of Illinois, the chairman, 
at the presided. He called on Roger Downey 
gainst of New York to report on the status of 
e fair the credit life blank. Mr. Downey said 
the current blank is inadequate for the 
; Mu- national survey of credit coverages 
ork of which NAIC is undertaking. At the 
had a December meeting a resolution was 
yener- . adopted calling for inclusion in the 
t the annual statement supplements of es- 
to be sentially the information required in 
nitted the NAIC survey of August, 1957. An 
oupon amended form has been submitted and 
Mr. Downey said he has every expec- = 
spart- tation it will be adopted by the execu- eA 
em is tive committee. It calls for complete na 
‘ive to reporting of reinsurance treaties of as 
resent credit life and credit A&H, both as- 4 
| take sumed and ceded for both group and : 
yr in- individual. Additionally, the instruc- 3 
ments _ tions have been made more explicit. 2 % 
com- Mr. Gerber reported that 14 states Be a 
sured. have enacted credit insurance legisla- 5 
ntire- | tion, some prior to drafting of the e 
sg lll lon 8 — = This old and accepted adage is particularly true when applied to 
_the model bill is pending in them. In | a company’s efforts to coordinate its “left hand” (Advertising) 
ux states the bill did not pass. with its “right hand” (Sales Promotion). 
The record, Mr. Gerber remarked, is ; aa , 
** | tather good” for such a volatile field. At Prudential our Advertising and Sales Promotion work hand 
| Same areas, the banks and finance | in hand. Their efforts help support Prudential’s modern sales ° 
; Iiinied this to miscaderstanding of = organization. The result is a twentieth century sales program that The Pr udential 
bill and its purposes. He urged the in- | brings more protection to more people. INSURANCE COMPANY OF AMERICA 
1g dustry to support the bill, while the 
-7014 tommissioners, he implied, had better 
eer to so because they may have in the |utFE INSURANCE +: ANNUITIES SICKNESS & ACCIDENT PROTECTION GROUP INSURANCE GROUP PENSIONS 
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brought up two problems of his com- 
pany. Clients of Aetna Life offer cred- 
it insurance on a truly non-contribu- 
tory basis. They feel the bill is onerus 
to them and would like to be excepted. 
Secondly, there is no provision in the 
bill for a transition period, but the 
change it brings about is enormous. 
He suggested a six month wait before 
the full impact of the bill is put into 
effect. 

C. F. J. Harrington, Boston, execu- 
tive vice-president of National Assn. 
of Casualty & Surety Agents, urged 
action on the bill as necessary for pro- 


HteNATIONAL UNDERWRITER 


tection of the public, and Taylor Big- 
bie of National Assn. of Life Under- 
writers reiterated his organization’s 
feeling that the bill should include a 
maximum premium provision. 

At the session of the subcommittee 
on the regulation of advertising, status 
reports were offered on the Travelers 
Health case and on state legislation. 
Grubbs of Nebraska presided. 

C. C. Fraizer of Fraizer & Fraizer, 
Lincoln attorneys, special counsel of 
Health Insurance Assn., gave the re- 
view of the Traveler’s Health case, 
which is on appeal to the U.S. Supreme 


Court for rehearing. 

The presentation of legislation was 
made by Mr. Grubbs, who reported 
that the NAIC all-industry fair trade 
practice act currently is in 47 states, 
Hawaii and Puerto Rico. The bill has 
passed the Illinois senate and it has 
been reported favorably in the Cal- 
ifornia house. 

The 1950 uniform accident and sick- 
ness policy provisions law is in 48 
states, District of Columbia, Hawaii 
and Puerto Rico. 

The NAIC unauthorized insurers 
service of process act has been adopted 
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from: We. E. Bixby, President 


to: 


EARNINGS 





subject: AGENTS' 





Dear Buzz: 


It is most gratifying to know that we 
have been "on the right track" in encouraging 
our agents to concentrate on the selling 


of higher premium insurance. 


corresponding average in 1957. 


first year commissions received by our agents 
in 1958 showed an increase of six per cent 
over the first year commissions received 


by them in 1957. 


This increase in first year commissions 
in 1958 over 1957 was made in spite of a 
Slight decrease in volume of business in 
The coincidence of such an increase in 
first year commissions with a decrease in 
volume highlights the fact that agents’ 
commissions are paid out of premiums 


1958. 


and not out of volume. 


Life, 
through higher earnings. 


WEB :LB 


KANSAS CITY 


LIFE INSURANCE 
COMPANY | 


Broadway at Armour 
in Kansas City, Missouri 





C. W. Arnold, Vice-President and 
Superintendent of Agencies 















In 1958 our average premium per thousand 
on new business was six per cent above the 







As we have always said at Kansas City 
"The Agent is the Key Man." 
It is my intention that he remain so 






















Better still, 
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in 44 states, District of Columbia, Ha. 
waii and Puerto Rico. 

Thirty-one states have adopted the 
NAIC advertising rules. 

Mr. Grubbs asked whether it migh 
not be worthwhile to have anothe 
meeting with FTC to get the FTC opin. 
ion of some aspects of the ad rule 
etc. He was advised by several of the 
industry leaders to hold off such a 
meeting while the question of Frc 
jurisdiction is being considered } 
the Supreme Court in the Travelers 
Health case. 

Those interested in the doings of 
the subcommittee on review of state 
insurance laws had to squeeze into 
one of the smaller meeting rooms ing 
modified version of the college fancy 
for crowding into telephone booths 
Fortunately not much heat was gen- 
erated, the session being devoted to a 
report of Grubbs of Nebraska on some 
assignments given him at an earlier 
meeting of the group. 

Pearson of West Virginia, the chair. 
man, reported that the subcommittee 
had discussed some of the recommen. 
dations made at the New Orleans 
meeting. 


Grubbs Was Prepared 


Parker of Virginia was to have made 
a report on some of this, but he was 
absent. Mr. Grubbs, however, was 
prepared. He had rough draft legisla- 
tion to afford commissioners the same 
rights and powers as insured and ben- 
eficiaries under the unauthorized jp- 
surers service of process act (which 
was too long to read), a definition of 
“doing business,” which he read, and 
as an alternative to the doing business 
definition, a bill entitled unauthorized 
insurers false advertising process act, 

The definition of “doing business” 
included acts by agents, brokers, by 
advertising, mail or otherwise in the 
solicitation, negotiation or inducement 
toward the issuance, transmittal or re- 
newal of a policy, as well as any sub- 
sequent transaction, including premi- 
um collection. 

Moses Hubbard of International 
Federation of Commercial Travelers 
asked if Mr. Grubbs’ suggested bills 
were being received by the subcom- 
mittee for action now or later, and was 
told by Mr. Pearson they would be 
considered later. 


Aetna Life Top Producers 
Meeting At Four Regionals 


First in a series of four annual 
meetings for Aetna Life’s leading 
producers, the 1959 Corps of Region- 
naires, is being held at Mountain 
View House, Whitefield, N.H., June 
11-14. 

Other meetings of the corps are 
scheduled for the Cavalier Hotel, 
Virginia Beach, Va., June 17-20; Santa 
Barbara Biltmore Hotel, Santa Bar- 
bara, Cal., July 6-9, and Grand Hotel, 
Mackinac Island, Mich., July 12-15. 

Speaker at all but the Virginia 
Beach meeting is Davis W. Gregg, 
president of American College, who 
will speak on “Life Insurance as an 
Investment—a Contemporary View.” 
At Virginia Beach, William Frye, for- 
mer assistant to the Secretary of De- 
fense and former director of informa- 
tion of the New York office of 
UNESCO, will discuss the United 
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Nations and an approach to world law. i 


No. American Awards Trophy 

For the second consecutive year 
North American Accident’s Portland 
general agency, under the direction of 
Malcolm Bryant, has won the found- 
ers’ trophy for a single month’s A&S 
production. 
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His Answer To Funds: 


Stress What Life Is 


(CONTINUED FROM PAGE 5) 

will you have money when 
it really matters? With permanent in- 
surance, yes. With term insurance and 
mutual funds, only perhaps, never yes. 
After all, in the final analysis, stocks 
or bonds are worth no more or no 
less than what some one will pay for 
them at the time you want to sell 
them. 

It is wisely said that if we had fore- 
sight like hindsight, we could all be 
millionaires. This axiom, when ap- 
plied in conjunction with the miracle 
of life insurance, can guarantee the 
type and level of financial security we 
want. As our own economic picture 
changes, the necessary modifications 
can be made in our permanent life 
insurance program to accurately pre- 
dict our financial future, whether we 
live or die. When a client uses term 
insurance in conjunction with other 
forms of investments, the only way he 
can assure his family financial secur- 
ity is for him to die—and who wants to 
do that. 

Remember Basic Concepts 


In today’s selling, are we departing 
from the basic concepts and merits of 
our product? Remember, no other fi- 
nancial institution in the world can of- 
fer the guaranteed contract that we 
do. Through the skilled usage of this 
aforementioned sales presentation, 
there are no arguments, no mass of 
figures to cloud the issue, only basic 
simple facts that appeal to every man’s 
selfish instincts where his family’s fi- 
nancial security is concerned. 

The salesperson who argues with his 
client or the mutual fund representa- 
tive in front of his client is nine times 
out of 10 dead. Figures can be used to 
prove or disprove almost any given 
point. Why worry about an article that 
vaguely states life insurance people 
get almost 15% of all a man puts into 
his insurance program—many more 
men have become wealthy by being 
agents or brokers for those who buy 
and sell stocks than those who have 
made the actual investments. The 
mutual fund salesperson is well reim- 
pursed for his efforts; the general pub- 
lic is cognizant of the fact that all 
salespeople are well reimbursed for 
their efforts. 

Has Gained Buyers’ Trust 

By maintaining my selling technique 

on a high level through using of ma- 


terial such as “When Money Really 


Matters,” I have gained the confidence 
of my acquaintances and am success- 
fully selling good, solid permanent life 
insurance in the face of mutual funds. 

In conclusion, let me say that no 
one can or will stop people from in- 
vesting in stocks and bonds or other 
speculative types of investments. We 
can, however, make sure that these 
self-same investors and their loved 
ones, through a well organized life in- 
surance progam that is constantly re- 
viewed and revised as necesssary to 
keep abreast of the ever-changing 
conditions, need never despair over 
ships that never came in, or invest- 


-Ments that failed, but can proudly 
_ say, 
3 keeps its word.” 


“We have an investment that 


Riverside (Cal.) Agents Elect 
Frank Ericksen, New York Life, has 


been elected president of Riverside 


(Cal.) Life Underwriters Assn. Also 
elected are Lael Dissmore, Canada Life, 
and Donald Burrell, vice-presidents, 
and Walter Richards, secretary-treas- 
urer, 
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Joe Hunt Bills 78 
Companies For Taxes 


Commissioner Hunt of Oklahoma 
has notified 78 insurers that they are 
delinquent in the state premium tax 
relative to annuities. Mr. Hunt on 
finding that out-of-state companies 
have not been paying the tax on an- 
nuities, although they had on other 
forms of insurance, said that under 
Oklahoma law annuity policies are 
considered insurance and the compan- 
ies must pay the tax on annuity 
premiums. 

Several of the companies have al- 
ready sent in checks ranging from 
$1.41 to more than $100. 

Continental Assurance, which has 
been billed $3,756.51, has not agreed 
to pay the tax. Mr. Hunt, according to 
the Okahoma City Times, has informed 
Continental that unless this amount is 
paid, it cannot do business in Okla- 
homa after Aug. 31 when its 1958 
license expires. 

At least two of the 78 insurers were 
sent bills for more than $1 million. 

Mr. Hunt recently announced that 
he had deposited an additional $598,- 
598 to the general revenue fund of the 
state from premium taxes collected 
from insurance companies or a total 
of $6,559,016. 


Massachusetts Mutual Has 


One-Parent Family Plan 


Massachusetts Mutual has added to 
its portfolio a rider, called the chil- 
dren’s insurance agreement, which is 
similar to its family insurance agree- 
ment, but with coverage written on 
only one parent’s life. The new rider 
may be attached as of the issue date 
to most policies on the life of either 
parent. 

The rider provides term coverage 
on all children, present and future, 
who are under age 18 and living with 
the insured parent, if they are listed 
in the application supplement and 
insurable at standard rates. Term cov- 
erage on the children from age 14 to 
25 years has a maximum of $5,000 and 
is limited to one-fourth the amount on 
the parent’s life. At age 25 the child 
can, without evidence of insurability 
convert to permanent coverage up to 
five times the amount of the original 
coverage under the rider. 
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4 71 \(Methuselah lived 969 years... 


...and under Occidental’s new GH-2 plan he could have 
had hospital coverage for every minute of it. 


(And with proper coverage, he might still be around.) 


Just look at the protection he would have had: 
Renewable for life at 41s option... No premium change 
except on a class basis... Lower cost, thanks to the 

$50 deductible clause... As much as $20 per day hospital 


protection... And many other benefits. 


But the most important benefit would have been 
Peace of Mind—knowing that he had a hospital plan 
guaranteed renewable. (Even after he 


reached 65 he could have renewed it 904 years! ) 


Your clients may not live as long as Methuselah but 


they should know about our GH-2 plan—just in case. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 











Modern Americans 
Want MODERN 
LIFE INSURANCE 








Modern Americans plan and plant the seeds for tomorrow's happiness and financial security with life insurance. The 
proposed range of their future activities demands a forward-thinking approach to their life insurance needs and 
versatility in programming. For these reasons more and more Modern Americans turn to Modern Woodmen with its 
personalized counseling and modern application. 

Agents, knowing they represent a progressive and sound organization, put real enthusiasm into their presentations. 
Their efforts are backed by the latest in selling tools—outstanding sales aids, cost-sharing newspaper advertising, 
training schools. For BOTH agents and policyholders who want modern life insurance, it's Modern Woodmen. 


ell Modern Life Insurance 








$630,000,000 LIFE INSURANCE IN FORCE 





MODERN WOODMEN of America 


Sell MODERN WOODMEN 


$860,000,00@ RETURNED TO POLICYHOLDERS AND BENEFICIARIES ASSETS EXCEED $212,000,600 


HOME OFFICE — ROCK ISLAND, ILLINOIS 
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Editorial Comment 
Tradition: A Trap For Friend And Foe 


traditional role of life insur- 
How often have you 
heard that as a prelude to a plea for 
restoring or not upsetting whatever it 
is that the speaker regards as sound 
and good! 

Yet in a dynamic and progressive 
industry like life insurance, tradition 
of itself has significance only as it can 
be justified by today’s conditions and 
the best estimates of tomorrow’s. And 
those conditions may be very different 
from what prevailed when the tradi- 
tion had its origin. 

On the other hand, to upset tradition 
unthinkingly may be a grave error. 
Without knowing what is behind the 
tradition, the upsetter may discover 
too late that there were excellent, 
though forgotten, reasons why the 
tradition existed. 

As far as life insurance is concerned, 
reliance on tradition can all too easily 
backfire on supporter and disparager 
alike. Those who invoke tradition are 
likely to attribute to it a power that it 
once had but perhaps no longer has. 
They tend to rely on this because it 
gets standing ovations from the folks 
who are already convinced and need 
no persuading. So the tradition in- 
vokers often fail to come up with valid 
evidence that would seem convincing 
to neutral third parties and perhaps 
even to the opposition. 

The tradition-flouters face an equal- 
ly tricky trap. It is so easy to laugh at 
tradition as a road-block to “progress.” 
Change from the accepted thing is 
touted as enlightened advancement. 
This is easier than laboriously deter- 
mining whether such a view, in a 
given situation, is really supported by 
good sense. 

Of course, the flimsiness of tradition 
as a prop is nowhere better illustrated 
than where the same company or group 
is using one tradition to support some- 
thing it likes and denouncing another 
tradition as old-fogyism because it 
conflicts with a change the company 
or group favors. (We could give some 
for-instances, but it is a tradition of 
THE NATIONAL UNDERWRITER not to 
alienate friends.) 

Actually, a great deal of life insur- 
ance progress has been at the price of 
departing from tradition. It would be 
safe to say that nearly every progres- 
sive step has brought dire predictions 
from the ultra-conservatives and even 
many moderate conservatives. Elizur 
Wright’s promotion of nonforfciture 
values was not exactly welcomed with 
open arms by the industry. In fact, if 
life insurance had stuck with tradition 
there would today be no cash, loan or 
other nonforfeiture values. There 
would be one-year term insurance and 
nothing else. No problems of competi- 
tion from the mutual funds. 

Yet in a broader sense, of course, 
the life insurance tradition has been one 
of dynamic change, often accompanied 
by wrangling, hassling, denunciations, 
recriminations, head-shaking, deplor- 
ing and a set of fully developed con- 
victions that the business was flying 
in the face of the ancient gods and 


“The 


would surely be destroyed. 

This is not to say that the critics 
should relax and take a what-will-be- 
will-be attitude. The critics’ voices are 
needed as a brake on unsound types of 
“progress” just as much as the pro- 
ponents’ aggressiveness is needed in 
promoting the ideas from which the 
sound ones (we hope) will eventually 
survive. The present high plane of the 
life insurance business is due in con- 
siderable measure to conflicts of in- 
terest that have brought forth opposing 
points of view, articulately and even 
vociferously supported. 

But if they are going to do their 
most effective work for whatever side 
they are on, these spokesmen should 
suspect tradition like the plague it is. 
For if their arguments aren’t good 
enough to be convincing without re- 
sort to the flag-waving of tradition, 
they are so weak that they’d better 
be shored up right away. The same goes 
for those who believe departure from 
the old way is ipso facto progress: If 
a proposed course can’t be defended on 
its merits, irrespective of its defiance 
of tradition, then there’s something 
seriously wrong with it that oppon- 
ents won’t be long in uncovering.— 
R.B.M. 


Personals 


Ralph E. Kiplinger, president of 
Guarantee Mutual Life, has _ been 
elected vice-president and chairman 
of the executive committee of the 
Omaha Chamber of Commerce. 





Frank E. Crawford, veteran agent 
with Union Central Life, was honored 
at a luncheon given by the Cincinnati 
on the occasion of his 60th 


agency 





anniversary with the company. In the 
picture, he is shown receiving a 60- 
year service certificate from W. How- 
ard Cox, Union Central Life chairman 
(left). One of the few life salesmen to 
write policies on four generations of 
one family, Mr. Crawford, now 87, is 
still active and servicing his policy- 
holders. He is a past president of 
Cincinnati Life Underwriters Assn. 


J. Milburn Smith, president Conti- 
nental Casualty, and John Burkhard, 
president of College Life of Indiana, 
were among the nine distinguished 
persons to receive honorary doctor of 


law degrees at the commencement 
ceremonies of DePauw University, 
Greencastle, Ind. Presentations were 


made by Dr. Russell Humbert, presi- 


dent of DePauw. 

Mr. Burkhard is an alumnus of 
DePauw. Mr. Smith’s younger daugh- 
ter, Lillian, was in the graduating 
class and Mr. Smith was president of 
the DePauw Dad’s Assn. last year. 

Miss Smith is being married June 
26 to Theodore Julian, who graduat- 
ed at DePauw last year and is now 
attending University of Michigan law 
school. 


James L. Smith, agent of the 
Gilboe agency of Western Life of 
Montana at Great Falls, was ac- 
claimed by the state’s press and radio 
for his rescue of a fisherman and his 
eight-year-old daughter. Mr. Smith 
plunged into a river to pull the dis- 
tressed pair, who had been swept 
downstream, to safety. 


Rolland E. Irish, president of Un- 
ion Mutual Life, has been elected 
vice-president of Health Council of 
Maine, an organization with 24 mem- 
bers working in the health and wel- 
fare fields. Mr. Irish is president of 
American Life Convention and a di- 
rector of Life Insurance Medical Re- 
search Fund. 


Paul F. Clark, chairman of John 
Hancock; Edmund Fitzgerald, chair- 
man of Northwestern Mutual, and 
Frazar B. Wilde, president of Con- 
necticut General, have been named 
members of the research and policy 
committee of the Committee for Eco- 
nomic Development. 


H. Bruce Palmer, president of Mutual 
Benefit Life, had an honorary doctor 
of letters degree conferred upon him 
at commencement exercises of Mont- 
clair State College, Upper Montclair, 
N. J. 


Howard C. Reeder, president of Con- 
tinental Assurance, was the subject 
of a quarter-page feature article in the 
financial and business section of last 
Sunday’s New York Times. Headed, 
“Personality: Good Pickings Off Beaten 
Path,” the article tells about innova- 
tions that have proved profitable to the 
company. 


Richard B. Evans, president of Co- 
lonial Life, was awarded an honorary 
doctor of laws degree by Upsala Col- 
lege at its commencement exercises. 
Mr. Evans is a member of the college’s 
advisory committee. 


Deaths 


W. LOUIS DAVIS JR., 55, supervisor 
of the Gulf Coast territory of National 
Life & Accident, died at his home in 
Nashville after an illness of several 
months. 


SAMUEL J. SANDERS, 46, secre- 
tary of Atlas Mutual Life, died at 
Indianapolis. He had been secretary 
for 13 years. 


JACK R. WOLFORD, 36, deputy 
commissioner of the Kentucky depart- 
ment, died at Lexington after a short 
illness. 


EDWIN R. KAISER, 60, vice-presi- 
dent of Reliable Life of Webster 
Groves, Mo., died at Houston while 
on a business trip. He had been 
with the company 34 years. 


H. HORTON HUMPHREY, general 
agent of the home office agency of 
Bankers National Life, died at Orange 
(N. J.) Memorial Hospital following a 
recent illness. Mr. Humphrey started 
his insurance career in 1935, first as an 
agent and later as assistant manager 
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and manager of Travelers. In 1942 he 
joined Aetna Life as assistant general 
agent at Baltimore and then was named 
general agent at Newark. He was ap- 
pointed home office general agent of 
Bankers National in 1957. Mr. Hum- 
phrey was past president of Northern 
New Jersey Life. Underwriters Assn. 
and of Northern New Jersey General 
Agents & Managers Assn. 


ROBERT J. LYLES, 56, former 
manager at Austin, Tex., of Western 
Reserve Life which later merged with 
Great National Life, died there after 
a prolonged illness. He was a past 
president of Texas Assn. of Life Un- 
derwriters. 


Ss. C. CARROLL, retired vice-presi- 
dent of Mutual Benefit H.&A., died 
after a long illness. 

Mr. Carroll joined Mutual of Omaha 
in 1923 after several years with the 
Kansas department as a deputy. He was 
named special assistant to the late Dr. 
c. C. Criss, president and founder. In 
1940 he was made a vice-president. Mr. 
Carroll was a past president of the old 
H&A Underwriters Conference. 


Cc. W. LEE, 86, district manager of 
New York Life at Oakdale, La., died at 
his home after a lengthy illness. 


N. Y. Examiners Balk At 


Change In Promotion Rule 


Assn. of New York State Insurance 
Department Examiners has filed suit 
in the state supreme court against the 
state civil service commission. The as- 
sociation is seeking to set aside the 
commission’s change in minimum ex- 
perience qualifications for admission 
to examination for senior examiner 
from one year to three months. 

The association contends that under 
the present one year requirement there 
are enough candidates to fill all posi- 
tions in the upper grade, and that in 
order to admit two additional candi- 
dates, the commission arbitrarily 
changed the qualifications. 


Hooper-Holmes Elects 


Hooper-Holmes Bureau has elected 
Frank J. Schwindler assistant vice- 
president in charge of the home of- 
fice methods department at Morris- 
town, N.J. He had been staff assist- 
ant in the operations department. 


Stocks 


H. W. Cornelius, Bacon, Whipp!e & Company 
135 S. La Salle St., Chicago, June 9th, 1959 





























Bid Asked 

$ $ 

UT sods ee vecceisseasindeietcens 213 220 
Beneficial Standard ... 13% 14% 

_ Business Men’s Assurance 40 41 

' Cal.-Western States .......... 104 107 
Commonwealth Life 21% 22% 

Connecticut General 328 335 

Continental Assurance .. 142 148 

Franklin Life oc... 75 77 

Great Southern Life .....ccc 85 89 

| Gulf Life 24 25 

Jefferson Standard oo... 83 85 

q ManSasS City LTilfe ........:..c.cesnssesesecse 1500 1540 
_ Liberty National Life 45 4612 
q Life & Casualty 2134 2234 

4 Life of Virginia ........ 56 58 

Lincoln National Life ... 192 199 

National L. & A. ou... 110'2 113 
North American, Ill. 16% 17% 

Nw. National Life .... 96 100 

Ohio State Life 270 300 


US CESS (1 Cee 64 66 











Republic National Life 68 70 
‘Southland Life. ............ 97 102 
Southwestern Life oo.cccccssesscseesne 147 153 
Travelers 81 83 
United, I]. 361% 37% 
U. S. Life 40 412 
Washington National ...cc.ccccccsesss 58 64 
Wisconsin National Life .............. 48 50 
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Conventions 


June 14-17, International Assn. of A&H Under- 
writers, annual, French  Lick-Sheraton, 
French Lick, Ind. 

June 15-26, ALC life officers investment sem- 
inar, Beloit College, Beloit, Wis. 

June 18-20, Life Insurers Conference, annual, 

: Greenbrier, White Sulphur Springs, W. Va. 

June 19-20, Alabama Life Underwriters Assn., 
annual, Houston Hotel, Dothan. 

June 21-25, Million Dollar Round Table, annual. 
Americana Hotel, Miami Beach. 

June 28-July 1, Consumer Credit Insurance 
Assn., Desert Inn, Las Vegas. 

Jume 30-July 2, International Assn. of In- 
surance Counsel, annual, Banff Springs Ho- 
tel, Banff, Alberta, Canada. 

July 23-25, National Assn. of Life Companies. 
Inc., annual, Castle in the Clouds, Chatta- 
nooga. 

Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 1-4, National Insurance Assn., annual, 
Sherman Hotel, Chicago. 

Sept. 11-12, Southwest Management Confer- 
ence, Statler Hotel, Dallas. 

Sept. 20-23, National Fraternal Congress of 
a seas annual Sheraton Hotel, Philadel- 
phia. 

Sept. 20-25, National Assn. of Life Underwrit- 
ers, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 21, Fraternal Actuarial Assn., 
Sheraton Hotel, Philadelphia. 

Sept. 27-30, International Claim Assn., annual, 
Americana Hotel, Miami Beach. 

Sept. 28-30, Life Office Management Assn., 
annual, Edgewater Beach Hotel, Chicago. 
Oct. 12-13, Conference of Actuaries in Public 

Practice, annual, Drake Hotel, Chicago. 

Oct. 12-16, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 
Oct. 26-28, Life Advertisers Assn., 

Drake Hotel, Chicago. 

Oct. 28-30, Institute of Home Office Under- 
writers, annual, Statler Hotel, St. Louis. 

Oct. 29-31, Mid-West Management Conference, 
annual, French Lick Springs Hotel, French 
Lick, Ind. 

Nov. 


annual, 


annual 


9-11, Society of Actuaries, annual, 
Greenbrier, White Sulphur Springs, W. Va. 

Nov. 9-13. LIAMA, annual, Queen Elizabeth 
Hotel, Montreal. 

Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York. 


Dec. 8, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York. 
Dee. 9-10, Life Insurance Assn. of America, 
amnual, Waldorf-Astoria, New York. 
Dee. 27-30, American Assn. of University 
ao Of Insurance, annual, Washington. 
 & 


U. S. Life GAs Tour 
The New Home Office 


NEW YORK—General agents of 
United States Life were guests on a 
tour of the new home office building 
here. A reception and buffet followed, 
at which president Raymond H. Be!- 
knap and other officers and directors 
acted as hosts. 

The company occupies six floors of 
the just-constructed building at 125 
Maiden Lane and has ample _ space 
available for expansion when needed. 

The building is air-conditioned and 
partitions are almost all so arranged 
that while appearing permanent they 
can actually be shifted to accommodate 
changing needs. The grouping of work 
units by functions enables the company 
to operate much more efficiently than 
in the old quarters. 


Neb. Actuaries Elect 


Nebraska Actuaries Club has elected 
John C. Angle, Woodmen A.&L., pres- 
ident. Hodge L. Jones, Guarantee Mu- 
tual, was named secretary-treasurer. 


State Mutual Gets Nod 

Milwaukee County Board of Super- 
visors has designated State Mutual 
Life to provide group life insurance in 
a competitive bidding by 26 companies. 
The plan must be accepted by 75% of 
the 6,000 county employes to become 
effective. The cost will be divided on a 
basis still to be decided. Total cost for 
the first year is estimated at $189,000. 








Report from Chicago: 


(or: It isn’t any secret any more!)* 


During 1958 the North 
American advanced 61 
positions among all U. S. life 
companies — life insurance in 
force—placing it in the upper 
6th of ‘the industry. 


Authority: The National Underwriter 
April 25, 1959 


*The secret is ACTION!.. For the “ACTION” Story write or call 
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Eyes Pros, Difficulties, Possibilities Of One Stop Selling 


ized his thinking on personal accounts 
selling. The family man in the new 
mass market needs a homeowners pol- 
icy, a family automobile policy, family 
life policy—in fact a complete package 
of life, retirement income, disability, 
hospital and major medical, property 
damage for his home and car, and 
third party liability for his income, 
his personal actions, and the car. It 
does not take too much imagination 








(CONTINUED FROM PAGE 2) 


to put all of these things together and 
make a package with a face sheet and 
a single premium. It is then a simple 
step to the payment plan so that the 
wife can meet her budget every pay- 
day just as she handles every other 
item. 

Mr. Daenzer wonders if estate anal- 
ysis is necessary for the average fam- 
ily man. It is interesting that the fam- 
ily plan accounted for 25% of life 


3 GREAT NEW = 
ASH PLANS». 


Brokers can now fully satisfy their clients’ needs for 
A & H protection through Great-West Life. Our new 
A &H program includes non-cancellable and guaran- 


teed continuable contracts. 
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For full details, contact our nearest office 
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Commercial disability income plans for accident only — or for 
accident and sickness. Available to both men and women. 


Guaranteed continuable medical expense plans — lifetime hos- 
pital and surgical contracts; and a Major Medical contract with 
benefits up to $7,500. Available to families and individuals. 


@ Increased Maximum Benefits 
@ Autopay Monthly Premiums 


sales last year. Obviously, it satisfied 
a need. It may be that a lot of insur- 
ance could be sold in specific units 
combining all lines, and not on a piece- 
meal basis. Perhaps only a small per- 
centage of prospects need _ special 
tailoring of coverages and the luxury 
of analysis. 

He said that a large general agency 
in the south has gone from years of 
property operation into life with the 
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definite plan of telling its producers tg 
satisfy “special needs.” In the life 
field, it will use five basic packages_ 
a family plan, a retirement income 
plan, mortgage insurance, a monthly 
income plan and straight ordinary life 
If anyone wants anything fancier, the 
case can be referred to a professiona] 
who knows all of the tax aspects ang 
the possibilities of special tailoring, 4 
survey of the social and economic fap. 
tors in the state indicates that 90 t 
95% of the prospects would fall into a 
simple pattern. 


Has Completed Research 


A large direct writer in the property 
field has completed research on _ per. 
sonal lines packaging, Mr. Daenzer 
noted. This company’s all lines ap. 
proach would not only include cover. 
age for the loss of income exposures 
of premature death, old age and disa. 
bility, as well as the diminution of one’s 
estate from property loss to such things 
as the house or the car, or through 


personal liability or auto liability, ang | 


cost of medical expenses—but also in. 
cludes the economic hedge of buying 
shares in a mutual fund. The research 
has led the company to believe that 
the insurance dollar has not always 
been distributed properly among the 
various lines. 


It is also concerned that differences ~ 
in commission schedules will cause © 


the producer to put undue influence 
or emphasis on one coverage instead 
of another. The company wishes to 
equalize the commission return to the 
producer from life, disability, proper- 
ty, third party and the bonus from 
the sale of mutual fund shares. If 
the return to the producer is equated, 
he will be objective and professional 
in his recommendation of units of 
coverage. 


Areas For The Professional 


Mr. Daenzer thinks it is logical for 
the well equipped agent to shift his 
skills to the more detailed handling 
of intricate business insurance prob- 
lems. There has been a_ definite 
trend on the part of brokers in larger 
cities, and the larger independent 
agents to put the emphasis on medium 
sized and large accounts. Agents and 
brokers have complained for years 
that they were so tied down with the 


detail of small accounts that they | 
could not give attention to the big ac- | 
counts and service them on a perma- | 


nent basis. 


The use of the package or the del- | 


egation of that work to a_ salesman 
schooled in packages, leaves the good 
agent or broker enough time to do a 
proper job. Commercial accounts have 
become much more complicated. They 
take more time, but the financial re- 
ward is considerable. On commercial 
lines, the property agent who converts 
to one stop service can usually do a 
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petter job than his life brother who is 
also converting to that approach, Mr. 
Daenzer observed. 

The property agent is accustomed 
to maxing out a survey form on a 
commercial risk and analyzing all 
properties owned, transit exposures, 
business interruption exposures, au- 
tomobile, general liability, workmen’s 
compensation and other lines, he con- 
tinued. When property values are be- 
ing analyzed, that is the time to con- 
sider human values which are just as 
jmportant as the buildings, the ma- 
chinery, the raw materials and the 
working capital. Yet surveys show 
that only 40% of commercial clients 
have any business life coverage. The 
property agent is so close to the opera- 
tions in making a survey that he 
should be able quickly to identify the 
principals and their value to the firm, 
figure what their potential loss would 
be, and then recommend the best cov- 
erage for life and disability protection 
with proper consideration for payment 
methods and taxes. It has been cal- 
culated that the death of a key man 
is about 16 times as great as the chance 
of a fire loss over a 15 year period. 
The property agent should see the ex- 
posure and sell the coverage. 

He pointed out that a large agency 
in Long Island which specializes in 
handling medium sized and _ larger 
commercial accounts has five pages in 
its survey fact finder which gathers 
information about the corporate offi- 
cers, stockholders, directors and em- 
ployes. The agency analyzes the union 
welfare plan or fund and goes down a 
complete check-off list on key man 
life insurance, disability, travel, de- 
ferred compensation and stockholder 
retirement plans. It covers group life, 
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accident, hospitalization, surgical, ma- 
jor medical, comprehensive, pension 
plans, profit sharing plans, split dollar 
plans, and salary savings plans. For 
key executives it goes into estate dis- 
tribution plans and valuations. This 
agency has found it profitable to go 
after the big middle market—the me- 
dium sized retailers, wholesalers and 
manufacturers. 


Probiems In Marriage 


For those who are now being caught 
up for the first time in the combina- 
tion of life and property sales, there 
has to be a remolding of thinking and 
an understanding of problems, Mr. 
Daenzer said. The life man gripes that 
the sales program on the property side 
is weak. The property man gripes that 
the life sales approach is too “razzle 
dazzle.” Compromise is possible in the 
personal lines field. 

Life companies have done a good 
job of selecting and training men and 
teaching them salesmanship. Life com- 
panies did a better job than property 
companies in analyzing new economic 
and social patterns, buying power by 
area, share of market and the needs 
of the market. On the commercial side, 
the thorough professional approach of 
the property man will help, with at- 
tention to details and an organized 
over-all plan for all exposures. 

The life man also complains that, 
in the property field, underwriting 
standards are constantly shifting. He 
cannot understand why a company 
does not want business of a certain 
class or in a certain area. Property 
men cannot understand why _ sub- 
standard ratings in life are so inflex- 
ible. It all comes down to an essential 
difference between the two types of 





LIBERTY and FREEDOM 


The Statue of Liberty is an 
important symbol to all 
Americans because it repre- 
sents the freedom which is the 
foundation of our way of life. 
Our Company is proud to use 
it as its trademark. 


Men to remain free must pro- 
vide security for themselves and 
their families and most 
American families have found 
life insurance to be the best 
way to provide this security. 


Liberty National Life Insurance 
Company is providing a large 
measure of security for many 
families. Over a quarter of a 
billion dollars is held by the 
Company for the protection of 
policyowners. Perhaps this 
financial strength is one of the 
reasons why more and more 
people each year buy their 

life insurance from 

Liberty National. 


LIBERTY NATIONAL LIFE INSURANCE CO. 


HOME OFFICE: Birmingham, Ala. 


Frank P. Samford, President 











business. There has to be an under- 
standing that the life policy goes on 
the books and stays on forever or al- 
most forever, but the property line is 
shifted from company to company. 
There are periods when the property 
rates are adequate and others when 
they are inadequate. 

The rating techniques in life are 
actuarily exact; for each frill added 
there are so many pennies included in 
the rate, Mr. Daenzer explained. On 
the property side there is still a lot 
of guess work because there is not the 
homogeneity of exposure or the wide 
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spread of risk for the individual class. 
No matter how big a life account is 
involved in the joint account, there 
still has to be, at times, a cancellation 
of an automobile line for poor experi- 
ence. No matter how big the property 
line is, you can only shop so far for a 
large amount of life coverage on the 
executive who is “sub-sub-standard.” 

The life man also objects because 
property rates are standard and there 
is no competitive advantage. The prop- 
erty man complains that all life rates 
are different and the forms vary with 
a multitude of names. Mr. Daenzer 
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You Can Satisfy 


HOSPITALIZATION 


Needs... with these Four 


Great Acco Policies 


New Protector HOSPITAL Policy 


NO limit to the number of days of hospital confinement! Nursing home 
benefits. No cancellation because of health deterioration. Optional 
benefits for in-hospital doctor's calls. High limit benefit for out-patient 
treatment. Surgical schedule includes dental surgery. 


New SENIOR Hospital Policy 


Ninety days room and board benefits. No waiting periods for heart, 
circulatory diseases or cancer except the usual 30 days for sickness. 
Broadened hospital general expense benefit. Surgical schedule includes 


Protector MAJOR Hospital Policy 
Pays 100% of covered hospital expenses up to $5,000, after a $300 
or $500 deductible. (Expenses incurred within 3 years). Unallocated 
benefits. Also pays doctor fees when surgery is not performed... and 
75% of the cost of a licensed or graduate nurse. 


IMPAIRED Risk Hospital Policy 


Indemnity limits are 90 days for standard ages and 45 days for senior 
risks (ages 60 to 74) for all accidents and sicknesses other than the SPC 
(Specified Physical Condition). For the pre-existing condition, daily hos- 
pital benefits are paid from 30 to 90 days depending on the impairment. 


PLUS 


These Additional Features: 
1. Level New and Renewal Commissions 
2. Attractive Sales Aid and Mail Programs 
3. Agency Agreement Which Assures Your Ownership of the Business 


For additional information, fill in and mail the coupon 
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AMERICAN CASUALTY 


AMERICAN CASUALTY CO., READING, PA. 
Please give me detailed information about the FOUR Acco Hospital programs. 
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Written by 
Lindsey L. Vance, 
author of {|| 
“Planning Your 
Financial Future,”’ 
and originator 

of audio visual 
life insurance 
selling techniques, 


since 1953. ‘i 





and mutual fund organizations. 


easier to use than audio-visual selling. 
CONTENTS: 


clear-cut arguments against speculative ventures 
sound evaluation of life insurance benefits 


(on quantities of 25 or more) 


no distracting illustrations 








Here is an all-new life insurance sales presentation 
that meets — head on—the competition of all types of investment 


Field tested and proved successful for any type of 
life insurance policy being offered, and is even more effective and 


@ factual discussion on the subject of Guaranteed Money Management 


e 
e 

® fool-proof comparison of life insurance benefits and speculative investments 
@ personalized fly-leaf showing the name of your company 


e — in back cover of book contains printed work sheets 


1US “HOW TO USE” INSTRUCTION PAMPHLET, OUTLINING 
p APPROACH, DEMONSTRATION and CLOSE 


Price only $9.95 per copy (postage paid if check accompanies order) 
NO C.O.D.’S PLEASE 

ORDER FROM: DALE W. KEHL, PUBLISHER 

2017 WELTON STREET 

DENVER 5, COLORADO 


(Handsome 

9'x 12” book; 
printed on heavy, 
white enamel 
stock. Easel 
cover.) 








TRACT which offers— 


many other wonderful features. 


Agency openings in the following states: 


North Carolina Mississippi 
South Carolina Georgia 
Virginia Arkansas 
Florida Tennessee 


Puerto Rico 





Write in confidence to: 


A GROWING COMPANY Has AGENCY Openings! ! 


If you are a capable and experienced Life and A&H Insurance Producer 
ready for advancement to a GENERAL AGENT, you may be able to 
qualify for CAROLINA HOME LIFE’S GENERAL AGENT CON- 


High Commissions, Excellent Renewals, Override Commission on the 
business of Sub-Agents, Bonuses for Persistency and Production, And 


West Virginia 


Kentucky 
Maryland 
Alabama 


Carolina Home Life Insurance Company 
Agency Department 
P. O. Box 1059 
Burlington, North Carolina 











admits that in most cases the property 
companies have surrendered their 
thinking to a bureau and to state rat- 
ing. The life companies have retained 
their self determination and actuari- 
ally determine their own rates accord- 
ing to their own costs and experience. 


Differences In Compensation 


There are some problems in com- 
pensation. The property agent cannot 
understand why he shouldn’t get the 
same commission every year. The life 
man’s incentive is a high first year 
commission. There are advantages both 
ways. The best part of a combined op- 
eration is that the property commis- 
sions will carry the agency through 
periods when there is an economic 
decline and life insurance is tough to 
sell. Logically, a heavier commission 
should be in the first year because of 
production costs and the lower costs 
of servicing in subsequent years, but 
until there is a continuous policy with 
a built in persistency gimmick, there 
will have to be level commissions in 
the property field for the independent 
agent. Otherwise he can always switch 
to another insurer and get the high 
first year commission, Mr. Daenzer 
noted. 

The argument about the property 
man being an independent agent and 
the life man a captive is a lot of non- 
sense, in his view. There is no one 
more independent than the contract 
life agent. Most of them place business 
where they wish under other contracts 
or as brokerage. With underwriting 
conditions as they are in the property 
and casualty field, the property agent 
is not so independent. Oddly enough, 
even the direct writer in the property 
field is finding his negotiation with 
his own employes or controlled agents 
such that they are reaching a stature 
of independence, while the traditional 
independent agent is becoming more 
and more controlled in his relationship 
with fewer and larger companies in 
his agency. In commercial sales, the 
trend is definitely toward the con- 
sultant-type broker. 


Feels Detail Is Excessive 


The life man feels that there is too 
much detail to the property business; 
the property man feels that the life 
department is surrendering important 
functions to the home office, Mr. Daen- 
zer noted. It looks as though more 
and more of the routine will be taken 
out of the property as well as the life 
department and put in the company 
where it can be done inexpensively. 
This goes for policy preparation, bill- 
ing, collections, engineering and claims. 
There has to be an emphasis on sales 
end a hard hitting program for the 
largest return on the lowest cost of 
operation. Repeated routine steps on 
both new business and renewals do 
not make sense. Streamlining is nec- 
essary in the property field. 

There is a problem in the diver- 
gency of salary consideration. This 
goes right through from company to 
branch office to agency. For relatively 
similar positions, life salaries run 
about 20 to 30% higher. In amalgama- 
tions at all levels there will have to 
be an equitable readjustment to keep 
peace in the family, Mr. Daenzer as- 
serted. 


Other Considerations 


There is also a difference in sales 
training, he went on. The recruit- 
ment procedure on the life side is one 
of constant financing, finding new peo- 
ple, selection and rather ruthlessly 
chopping off. On the property side it 
is relatively slow; few people are tak- 
en in and few changes occur. In the 
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compromise, it would be well to adopt 
some of the life ideas on scre: ning 
with aptitude tests, constant selection 
and a quick reappraisal within a lim. 
ited number of months. Financing 
could be tempered. It is an expensive 
part of the life procedure, and a map 
could well validate himself in a shorter 
period of time with both property 
and life sales. He should earn his own 
way on the sales side rather quickly, 
The sales training in life, from the 
approach through to the close, is ap. 
plicable across the board. A “combine 
man” with life training should do wejj 
on the property side. 


Cites Biggest Problem 


The biggest problem, he thinks, jg 
how to get complete knowledge of 
specifics into one person. It has beep 
difficult to get the property man ed. 
ucated in fire, marine, casualty anq 
bonds. How to add life is the $64 
question. Each person will always have 
his first love. Those who are converted 
will always be 75% one way and 25% 
the other. There is, however, a new 
generation coming out of universities, 
study clubs, and training programs, 
who are being taught that there never 
has been a difference between life and 
property, and their approach will be 
on the basis of insurance as “one.” 

There wili always be specialists no 


matter how fast the one stop trend © 


goes. Just as there are specialists in 
bonds or even retrospective penalty 
on compensation, there will be spe- 
cialists on group and _ split-funding 
pension plans. The hardest task will 
be to maintain a professional level for 
over-all account selling. Therefore 
there must be more and more insur- 
ance education, Mr. Daenzer concluded. 


Massachusetts Mutual Adds 
Guaranteed Insurability 


To ‘Jumping Juveniles’ 


Massachusetts Mutual has made 
available its guaranteed insurability 
rider on “jumping juvenile” policies, 
the effect of which will be to permit 
insured to purchase up to $60,000 of 
additional coverage between age 25 


and 50 without evidence of insurabil- 


ity. 

In the case of a child whose parent 
buys a $5,000 “jumping juvenile” for 
him, he will automatically receive, at 
no increase in premium, the customary 
coverage for five times the basic 
amount, or $25,000, when he reaches 
age 21. Then, if insured has the guar- 
anteed insurability rider, he may pur- 
chase up to $10,000 of additional cov- 
erage at ages 25, 28, 31, 34, 37 and 40, 
which brings his total coverage at age 
40 to $85,000. 

The entire amount of final coverage 
may be obtained without evidence of 
insurability after the rider is attached. 
However, evidence of insurability will 
be required at the time of attachment. 

The rider is also available to civilian 
aviation and occupational risks when 
the ordinary life extra premium does 
not exceed $5 per $1,000 of coverage. 
It is not available to other risks in- 
volving permanent flat extras of table 
ratings. 


Elect Craven To Head 


San Antonio Managers 


Julian Craven, Business Men’s Assur- 
ance, has been elected president of 
San Antonio Life Managers Club. 
Other officers are Philip Shrader, 
Southwestern Life, vice-president, and 
Robert Benson, Retail Credit Co. 
secretary-treasurer. 
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Offers Package Of Life, 
Muiual Fund, Annuity 


(CONTINUED FROM PAGE 4) 
ment commences a variable annuity’s 
income varies in response to the earn- 
ings on the securities it holds, whereas 
under the Fidelity Bankers plan and 
similar dual plans there is no variable 
feature once the mutual fund shares 
have been converted to a guaranteed- 
dollar annuity. 

However, the Fidelity Bankers peo- 
ple point out that the average age-65 
retired person has an expectancy of 
about 12 years. They contend that 
probably such a person would just as 
soon take a chance on the stability of 
the dollar in return for a guarantee of 
the number of dollars that will be paid 
him. 

Fidelity Bankers Life will sell the 
plan to individuals but for the present 
will concentrate in the association 
and salary-deduction fields. Last July 
it wrote a prototype plan on 600 Mary- 
land Dental Assn. members and 400 
of their employes and this has resulted 
in payments for insurance and mutual 
funds totaling $200,000 in the first 10 
months. The mutual fund has about 
$250,000 in assets at present. 

Fidelity Bankers Life had $107 mil- 
lion in force at the end of 1958 and 
total assets of $3,032,519. Its stock is 
quite widely held, the largest block, 
17%, being owned by Markel Service, 
a trucking insurance and _ inspection 
concern of Richmond, in which Mr. 
Andrews is also an influential figure. 
He is one of the founders of the 
Bowles, Andrews & Towne, consult- 
ing actuaries, but withdrew from the 
fim when he was appointed internal 
revenue commissioner. 


Dallas Insurance Club 


Elects Morgan President 


Charles W. Morgan, General Ad- 
justment Bureau, has been elected 
president of Insurance Club of Dallas, 
succeeding L. Mortimer Buckley. Oth- 
er officers are Richard N. Lewis, 
Great National Life, and Philip L. 
Pitts, Fireman’s Fund, vice-presidents; 
Horace F. Miller, Floyd West & Co., 
treasurer; and Donald E. Bowles, Shel- 
ton & Bowles, secretary. 


InsurOmedic Changes Name 

InsurOmedic Life of Dallas has 
changed its name to Reliance Life & 
Accident. 


LIFE INSURANCE EDITION 


Palmer Issues Warning | 


On Selling Methods 


(CONTINUED FROM PAGE 8) 
ing our profits in advertising, are going 
to share them with ‘you,’ the lucky 
prospect, all of which is bosh and will 
not be tolerated by the state of Indi- 
ana. Figures are presented to indicate 
how many millions of ‘profits’ are 
realized by companies from ‘lapses’ 
and ‘surrenders.’ Why don’t we tell 
the public that the more lapses and 
surrenders we have, the happier we 
will be, since it all represents ‘gravy’ 
to the company? That is not only not 
true, but is the most ridiculous sales 
approach we ever heard of, and de- 
finitely must stop.” 

Mr. Palmer adds that Indiana has 
always emphasized any material used 
in soliciting life insurance in the state 
must be factual and applicable, which 
applies to suggested sales talks for 
new agents, as well as display matter 
and sales kits. “Stories about what 
happened in the business 75 years ago; 
comparisons of profits made on stocks 
with what may be expected on ‘profit 
sharing’ contracts, testimonial letters 
of ancient vintage, and which have no 
bearing on today’s policy forms and 
conditions; rosy promises as to what 
may be expected in the way of divi- 
dends in future years, etc., all these 
end others of a questionable nature 
must stop. 


Another Example Given 


Another example in which the pro- 
spect is being misled, says the bulletin, 
is data showing how insurance stocks 
have grown in market value, “leaving 
the inference that if the prospect buys 
one of these profit sharing contracts 
he, too, is in for making a fortune—the 
‘chance of a lifetime.’ ” 

Mr. Palmer advises the life compan- 
ies if they are not sure their sales 
kits and sales presentation will pass 
strict scrutiny, they should be sent in 
to the department at once for review 
and suck revisions as are indicated. 


Bankers National Life Paid-For 
Ordinary In April Increases 71% 

Bankers National Life paid-for or- 
dinary business in April increased 
71%, a record, and for the first four 
months totaled $18,614,119, a 27% 
gain. Total new business including 
group was $34,024,870 for the four 
months, up from $29,216,792. Insur- 
ance in force on April 30 was $552,- 
150,289, a gain of $21,371,831 since 
Dec. 31. 








At Chicago CLU chapter election meeting, from left, Robert S. Bowles, asso- 
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HELP in paving the 
way for successful in- 
terviews is provided 
North American fie! 

men by newspaper ads 
like this appearing 


I read recently where science now estimates that 

by the time you reach 65, you'll have spent more 

than 20 years of your life asleep. That’s quite an 
" eye-opening statistic on snoozing, isn’t it? 

Just think, if you stayed awake an extra 2 

hours every day between the ages of 20 and 65, 

it would be like picking up an extra 31% years 















nationally in Nalac 
markets. : 
It’s one way Nalac’s 
CONFIDENT LIVING” 
approach is working to 
assure CONFIDENT 
SELLING for _ ar 
‘omplete portfoi0 0 
Lite ead SRA. Ask for 
Brochure BO-321. 


in your waking hours. But then, again, if you 
continually cheated yourself on sleep you 
might not reach 65. Looks like it’s hard to win 
either way. 








Of course, when you celebrate your 65th birthday, 
chances are you won’t be concerned with the some 
182,000 hours you’ve spent in bed. But what might 
concern you is that you failed to do what you 
could have done with just a few of your waking 
hours. That is, planned ahead for your retirement. 









* Exclusive North American 
service mark 





When facts show nine out of ten people reach- 
ing 65 must continue working, or are depend- 
ent on someone for support, you can see how 
important retirement planning is. Yes, some 
day the time will come when your working 
days are ended, too. The time to plan for that 
day is now. Why not use one of your waking 
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ciate manager North American Life, the new treasurer; Odd Meyer Jr., Equi- 
table Society, vice-president; Robert J. Murphy, Prudential manager, a former 
chapter president; Walter G. Wegner, New England Life, retiring president; 


Ernest J. Mocrhead, actuary New England Life, the speaker; Francis W. Mor- 


ley Jr., Associated Consulting Services, incoming president, and George H. 
Gruendel, general agent New England Life. Not present for the picture was 
the new secretary, Robert H. Swanson, general agent New England Life, who 
wes confined at home with the mumps. 
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mean a more productive South 


Paperboard houses, washable garments and 
bathing suits are just a few incredible 
examples of new uses for paper. As research 
continues, the pulp and paper industry 
continues to grow. In the South today, it 
is a four-billion dollar industry, employing 
more than i59,000 persons. 
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HeNATIONAL UNDERWRITER 


Presents Case For Life Investments 


(CONTINUED FROM PAGE 3) 


ing with the inherent horse sense of 
the American public, will stabilize the 
value of the dollar. 

So, “you pays your money and you 
takes your choice!” The answer to 
what the future holds for general 
prices perhaps is suggested by the re- 
ply given by J. P. Morgan when asked 
to predict what the stock market 
would do during the coming year. His 
answer: “It will fluctuate.” 


Now, for our next question: “If in- 
flation continues, will stocks serve as 
a hedge?” 

All of you realize that the popularly 
held concept that stock ownership will 
hedge against inflation rests squarely 
on the assumption that corporate prof- 
its tend to keep pace with increases in 
the general price level. In a general 
way, the assumption is a reasonable 
one. In other words, the general price 


level and the price of stocks both will 
tend te be higher in periods of pros- 
perity; and, in periods of depression, 
general prices and stock prices will 
both tend to be lower. 


Has A Few Problems 


However, the individual investor 
has a couple of problems in applying 
this general principle. First, how can 
he be sure that the equities he invests 
in will go along with the market; and 
second, how can he be sure that his 
efforts to hedge, if practiced by every- 





An informa! session at a recent Lutheran Brotherhood training school 


Why Lutheran Brotherhood men 
are trained to solve problems 


come property, and other investments. 

The result is highly valuable service to 
policyholders, of course. But this problem- 
solving approach also helps our men, as the 
extra service brings in extra business. 

This is one reason why Lutheran Brother- 
hood is enjoying sound, steady growth. 


Our whole training program—which is one of 
the most comprehensive in the insurance in- 
dustry—is built around problem-solving. That 
is, LB men are trained to show prospective 
purchasers how they can solve individual 
problems of family protection and retirement— 
with insurance, savings, Social Security, in- 
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one, will not bring about a collapse ip 
the price of stocks and a fate worge 
than inflation? 

In regard to what happens if every. 
one seeks inflation refuge on equities 
I quote from a recent speech by Karl 
R. Bopp, president of the Federal Re. 
serve Bank of Philadelphia. He sai¢: 

“Ultimately, it is primarily the earn. 
ings of a corporation that give value ty 
its stock. Of course, it is not past but 
prospective earnings that are critically 
important. Increasing demand fo 
equities forces up the so-called price 
earnings ratio or the number of dol. 
lars paid for one dollar of earnings. Ag 
more and more investors attempt ty 
hedge against inflation by purchasing 
equities, the price-earnings ratio rises 
If this persists, isn’t it likely that , 
stage will come when neither actual 
nor hoped-for returns will be suffi. 
cient to offset the decline in the value 
of the dollar that they anticipate. 

“When this stage is reached, the 
only reason they have to invest jn 
equities is the hope that stock prices 
will rise further. For a time they may, 
Eventually, however, the idea that the 
speculators are merely fooling one an- 
other is likely to take hold; and, de- 
pending on the impact of the revela. 
tion, a technical or turbulent adjust. 
ment ensues.” 


Emphasis Is On “After Taxes” 


You get his point, of course. If we 
all try to seek refuge in stocks, we are 
heading for a stock market collapse. 

There is another point that has been 
made by thoughtful students of this | 
problem. It has an ominous sound. It | 
is worthy of consideration. Dr. Bopp | 
suggested it when he said: 

“Corporate profits after taxes are 
today a smaller fraction of gross na- 
tional product than they were 30 years 
ago. How can we be sure what their 
relative importance will be 30 years 
from now?” 

The emphasis is on “after taxes,” 
What effect might future tax policy 
have on stocks as a hedge? Isn’t it re- 
lated to what share of the corporate 
profits are taken as taxes? And, even 
more ominous, if inflation, linked with 
wild speculation in stocks, creates 
huge paper profits for a segment of | 
our population, is it possible that the | 
government will raise the capital gain | 
tax figure from 25% to 50%, 75% 
and, conceivably, to 100%? It has hap- 
pened in other countries—it could 
happen here. 

But let’s be extremely conservative 
in our analysis. Let’s assume that we 
will have continued inflation, that 
stocks are a hedge against inflation, 
that we can attain ownership of the 
right stocks, and that inflationary 
gains will not be confiscated. What is 
the next question? 

It is critically important that we re- 
solve at this point whether under 
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these circumstances all of the individ- 
ual’s funds should go into equities. 

There are few, if any, financial 
counselors who would recommend 
such an investment plan. What finan- 
cial advisors do recommend is that a 
“palanced” investment program 
should be followed by the individual. 
The problem is that often they are not 
specific on what is meant by “bal- 
anced,” so we must seek further for 
the answer of how much fixed-dollar, 
and how much equity? 


The 50-50 Concept 


One concept of balancing now fairly 
well-established is the TIAA-CREF 
plan for university and college per- 
sonnel. This plan says in effect that 
at least 50% of the savings must go 
into fixed-dollar life insurance type 
funds, and no more than 50% will be 
permitted in equity type funds. The 
advocates of this plan believe that this 
principle will result in retirement 


Hold Northern Ill. 
Annual Sales Rally 


Northern Illinois Sales Conference, 
sponsored by Rockford Assn. of Life 
Underwriters, had as speakers Lester 
O. Schriver, managing director NALU; 
Wilbur W. Hartshorn, superintendent 
of agencies Metropolitan Life, and Carl 
A. Ernst, director A&S department 
North American L.&C. 

The annual meeting also included a 
symposium on “How We Produce A 
Half A Million More Ordinary Busi- 
ness On A Debit.” Participants were 
Leo F. Allison, Prudential; William J. 
Wernecke Jr., Metropolitan Life; Peter 
F. Leggero, John Hancock and James 
Riedel, Western & Southern, all of 
Rockford. 





funds reasonably free from violent 
fluctuations in amount, and, at the 
same time, from serious depreciation 
through price level increases. 

At this point, you may think I’m 
leading up to a hard sell for variable 
annuities. That is not the point. 

What I am trying to say is that a 
person has to be stupid to be led down 
the primrose path of 100% investment 
in equities. To do so is to depart from 
a program of investments and embark 
on a program of speculation. 


Social Security 


Well, then what might be a balanced 
investment program for the individu- 
al—how much fixed-dollar, how much 
equity? Before trying to reach even a 
tentative conclusion, may I suggest 
one other pertinent factor? 

It seems to me that it is realistic to 
assume that social security is here to 
stay. Furthermore, probably 50% of 
the average person’s retirement in- 
come will be from social security. 

These benefits are—by philosophy, 
tradition and political expediency— 
tied to the general price level, espe- 
cially on the upswing, but probably 
also on the downswing. Hence, isn’t it 
true that most of us, through no choice 
of our own, already have a hedge 
against inflation to the tune of one- 
half of our investment program? A 
program of benefits which is tied to 
the price level—both before and after 
retirement. 


Pension Plans 


Then, too, the modern industrial 
pension plan typically is one of the 
fixed benefit type where earnings dur- 
ing the final years before retirement 
determine the level of benefits. This 
represents an inflation hedge at least 
until retirement. 





MUTUAL TRUST 


takes the 
confusion 
out of 
business 


Flexible policies adaptable to every 


business security need. NO SPE- 
CIAL FORMS OR ENDORSE- 
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Special Division of Business Insur- 


ance in the Law Department 


Steps to Business Security, the well- 
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entitled to business insurance in- 
formation service. 


o Why not let us assist you with 
your business insurance needs? 
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Mutual Trust Life Insurance Company 


77 SOUTH WACKER DRIVE > 


CHICAGO <6, ILLINOIS 


Have we overlooked the fact that 
most of us already have a balanced 
program with social security as our 
inflation hedge? Shouldn’t our major 
concern be with the fixed-dollar part 
of our investment program—with 
“blue chip dollar guaranteed?” 

If this should be our concern, then 
how does life insurance—long the 
most popular of all fixed-dollar sav- 
ings media in the U. S.—measure up? 

I strongly believe that it can and 
must retain its popularity for the good 
of our society. To test this belief, I 
have gone back to review the conven- 
tional attributes of a good investment 
—and how life insurance meets these 
attributes. 


Security Of Investment 


The first feature required is that of 
safety of principal. Here we find that 
life insurance is one of the most se- 
cure of all investments, second, prob- 
ably, only to U. S. government bonds. 
The 99.9% record of solvency stems 
from several factors. 

On rate of return, life insurance 
measures up remarkably well. Even 
with a relatively riskless investment 
portfolio, the companies earned an av- 
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erage rate of 33%% in 1957 before 
taxes. One of the arguments of the 
“buy term and invest the rest” group 
is that much better earnings rates can 
be gained on relatively conservative 
investments outside life insurance. 
They often do not tell you how much 
better the earnings must be to match 
life insurance. 

From a very careful study of the 
subject by M. Albert Linton, it is 
learned that if a person were to estab- 
lish a “term insurance plus invest- 
ment” program comparable to life in- 
surance, he would had to have earned 
4.59% after expenses, on the separate 
fund to match the earnings of ordi- 
nary life insurance. 


Marketability Feature 


Had he been in the 40% income tax 
bracket, he would have had to have 
earned 7.65% (after expenses) on the 
separate fund to compare with life in- 
surance. The principal factors, of 
course, are the extra cost of term in- 
surance purchased separately, and the 


tax-free increment on the investment ~ 


portion of life insurance. 
Marketability is generally recognized 
as a desirable feature of any invest- 
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to 70 at low...low.. 


Crown comes to TERMS 


with your clients and prospects. 


Yes...Crown’'s new...all new...1959 P/S 
rates are value-designed with the consumer 


Yes...the Term buyer can be covered from 
Yearly Renewable Term right through to Term 
. low rates. 





YRT 5 Year 
(conv. 4) 
$4.27 $4.58 


of amount. 





Here is “Fact-astic” Proof! 
Age 35—Basic Cost per $1,000. 


plus P/S only $7.50 annually per policy for handling and servicing regardless 


10 Year Term to 70 
(conv. 8) (conv. to 65) 
$5.20 $13.14 








3 
| 
- Whenit’snew | 
in town | 

... it comes | 
from | 

! 


CROWN 





TO BROKERAGE DEVELOPMENT DEPT. 
CROWN LIFE INSURANCE COMPANY 
120 Bloor St. East, Toronto, Canada 


Please send me the Brokerage Life Kit, including your full 
P/S Rate Book. 


And Crown tops commissions too! 
Write your General Agent today for a complete 
“Life Kit” or send in the coupon below. 
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48 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago offrea— 
175 W. Jackson Bivd. Individuals placing ads are requested to make payment in advaree. 
a THE NATIONAL UNDERWRITER—LIFE EDITION 





























ORDINARY ACTUARY 
Yes—it's an Ordinary man we want... Ordinary by actuarial classification, 


but not in ability. If you are a Fellow or near-Fellow, you can have a fine oppor- 
tunity with us. If you have the ability, one year can bring you to the top level 
in our organization. 

Your duties would concern rates, policy forms, valuations, Annual Statement 
figures, commission contract, and experience studies. Lack of experience in one 
or more of these areas would surely not exclude you from consideration if you are 
capable. You would be dealing with seven hundred million dollars of Ordinary. 

Starting salary is attractive and will go up rapidly if you can prove your worth. 

Replies are confidential so please give us full facts about yourself and your 
qualifications. Write to Box G-69, c/o National Underwriter Company, 175 West 


Jackson Boulevard, Chicago 4, Illinois. 




















| HOME OFFICE DIRECTOR OF GROUP SALES | 
| A challenging opportunity for successful man in late thirties with out- 

standing record of managing large Group Office or all Group Offices | 
within a region. This well-known life insurance company operating in all | 
states is located in an attractive Northeastern city and its Group De- | 
partment now of medium size has plans for expansion. Man selected | 
will receive an attractive salary. | 


Please send résumé of education and experience with complete details on group sales 
and supervision. Replies will be kept confidential. Write to Box G-90, c/o The | 
National’ Underwriter Company, 175 West Jackson Boulevard, Chicago 4, Illinois. | 

| 





WANTED 
FIELD DIRECTOR 


to direct field and promotion de- 
partment of an old established and 
progressive fraternal benefit society 
which provides complete family pro- 
tection; has active lodge system; in- 
ternational; has tremendous growth 
possibilities. 

Only man with success sales 
background and experience in home 





EXCEPTIONAL OPPORTUNITY 


Here is an unusual opportunity for a man be- 
tween 30-40, with an outstanding southwestern 
life insurance company. Experience in internal 
and field operations is preferred, but internal 
experience is acceptable. Applicant should pres- 
ently be holding a position of at least middle 
management. Other necessities for this position 
are: College degree, good appearance, dynamic 
personality and a willingness to travel. This is 
not an agency assig t. The assig + offers 
an opportunity to relocate in the southwest at 
a salary of $6,000-$8,000, excellent benefits, and 
opportunities. Please mail a complete résumé 
and a recent photograph to Box G-91, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 





HeNATIONAL UNDERWRITER 


ment. Here, life insurance again 
measures up extremely well. Through 
cash values and loan values, the life 
insurance investment is always avail- 
able. If the funds are borrowed, the 
rate of interest is guaranteed regard- 
less of the condition of the money 
market. No statement of financial con- 
dition is ever required and the loan 
cannot be called by the lender. 

There are many other investment 
attributes in which life insurance ex- 
cels: Avoidance of managerial care, 
special protection against claims of 
creditors, favorable tax treatment, 
convenient denominations, installment 
purchases, semi-compulsory nature 
and the like. 


Possibility Of Speculative Gain 


A final feature commonly sought by 
those who today are purchasing equi- 


ACTUARY: 
OPPORTUNITY! 


Wanted for post with excellent (and de- 

monstrable) future: 

1. Man, with 4, 5 or 6 papers in Society 
of Actuaries, and with life insurance 
company experience. 

2. Interested in Mid Atlantic, Seaboard 
home office location. 

3. Competent to assist in overall operation 
of strong and well-established, but pro- 
gressive and expanding Combination 
company. (Life insurance only.) 

4. Looking for beginning salary based upon 
qualifications. Beginning maximum, 
$12,000. 

5. Age bracket: 25 to 40. 

Write in confidence to Box H-6, c/o The 

National Underwriter Co., 175 W. Jackson 

Blvd., Chicago 4, Ill. 











SUPERINTENDENT 
OF AGENCIES 


An unusually fine home office opportunity 
with a strong expanding midwestern com- 
pany. Applicants should have successful 
Life and Accident & Health sales and su- 
pervisory experience. Prefer man under 40. 
Send résumé to Box H-7, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








AVAILABLE 


Regional Manager of Agencies or Agency Vice 
President. Very broad background of successful 
recruiting, training, motivating, brokerage and 
Agency Administration. A well seasoned Life 
Agency man. Write Box G-94, c/o The National 
i Co., 175 W. Jackson Bivd., Chicago 
, Hlinois. 





office, recruiting and training agents 
and agencies need apply. 

Send complete résumé of expe- 
rience, age, education, marital sta- 
tus, past earnings and salary 
expected. Information kept confi- 
dential. Reply to Box G-85, c/o The 
National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





ACTUARY 
A Midwest Life and Accident and Health 
Company—Licensed in 42 states—Excess 
of $200,000,000 in force—Total assets over 
$4,000,000—Individual selected will assume 
all duties of Actuarial Department. Respon- 
sibilities include Rates, Policy Forms, Valu- 
ation, Annual Statement figures and Expe- 
rience Studies. Salary commensurate with 
experience and ability—Send résumé to 











Box G-97, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
—AIll replies held in strict confidence. 


CHIEF ACCOUNTANT—POTENTIAL 
ASSISTANT CONTROLLER 





Will sublease office space at sacrifice prices 
in one of Davenport, lowa's most desirable 
buildings. 
International Harvester Company 
601 W. Second Street Davenport, lowa 
Phone: 3-9743 








WANTED: 
PURCHASING AGENT 


Large Midwest company needs experienced Pur- 
chasing Agent. Preferably under age 40. All 
correspondence strictly confidential. Address Box 
G-99, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








Our practice is to promote men within our 
organization for responsible executive posi- 
tions. However, due to rapid growth, it is 
necessary to find someone as soon as pos- 
sible between 25 and 40 with the following 
qualifications: 


AGENCY DIRECTOR 
LIFE COMPANY 
INVESTORS LIFE OF IOWA 


(To be located in Cedar Rapids, lowa) 
ants a 


Young pone 45) Aggressive Man 
or Agency Director 
Salary Open 
Stock Options Available 
Write, giving brief resume, or call 
Mr. Jensen, CHerry 3-0159 
542 Insurance Exchange Building 
Des Moines, lowa 


1) College degree or equivalent 

2) Ability and experience in supervision 

3) Casualty and Fire annual statement ex- 
perience and familiar with IBM 

4) Wants permanent good paying position. 


This opening is with Farm Bureau Mutual 
and Life Insurance Companies of Michigan. 
lf you can qualify for this position, write 
Box G-77, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














AGENCY MANAGER— 
ASSISTANT AGENCY MANAGER— 
SUPERVISCR 
N.Y. top-level life insurance opportunities. Re- 
plies held in confidence. (many additional posi- 

tions with highly rated companies.) 
Career Counselors, Inc., Suite 3111, 60 E. 42nd 
Street, New York 17, N.Y. 








ACTUARIAL POSITION 


Associate; preferably with Life, A. & H. or Pen- 
sion experience. In a New England Consulting 
Actuarial firm with opportunity to share in own- 
ership and management. We are within 50 miles 
of New York. Replies strictly confidential. Reply 
to Box #+H-5, c/o The National Underwriter Co., 








175 W. Jackson Blvd., Chicago 4, Ill. 
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ties is that of speculative gain. Most 
all of us have the gambling instinct ip 
greater or less degree. 

Life insurance is non-speculative jn 
the usual sense, but, if speculation jg 
what the individual wants, where else 
can he get such an_ extraordinary 
promise of gain for such a small out- 
lay? At age 35, with ordinary life ip. 
surance, the amount which may be 
paid if death occurs in the first year 
can be about 40-50 times the first pre. 
mium deposit. With term insurance, 
the gain can be even greater. And 
with the tax treatment of death pro. 
ceeds, there is still a further gain over 
the appreciation realized in securities, 
What About Human Nature? 

There may be logic in everything 
thus far, but what about human na- 
ture? In a growth economy and in the 
economic climate of 1959, aren’t many 
people inevitably going to speculate, 
even gamble a little, in the hope of 
hitting a bonanza? Realistically, this 
will happen as long as we are in the 
boom. Our job, though, is to use all 
our persuasive might to get people to 
speculate only after they have pro- 
tected their life value asset with ap- 
propriate insurance and attained a 
reasonably balanced investment pro- 
gram. With an adequate life insurance 
program, even a conservative man can 
afford to run the inevitable risks of 
speculation. 

The final question then is how we 
can keep the inflation adversity we 
now face from becoming chaotic; and, 
even better, turn it to gain. Our abili- 
ty to make such a shift depends, in 
my estimation, upon how well we 
fight inflation, how well we _ under- 
stand the investment needs of the 
public, and how fully we can renew 
our faith in life insurance as an in- 
vestment. 


CLU Seminar To Be Held 
In Conjunction With NALU 
Annual In Philadelphia 


American College and American 
Society of CLU will sponsor a one-day 
educational seminar at the University 
of Pennsylvania as one of the CLU 
activities during NALU’s annual con- 
vention at Philadelphia in September. 

Program of the seminar will include 
well-known figures in life insurance 
and economics who will discuss the 
investment attributes of life insurance 
economic situation. The seminar is 
scheduled for Sept. 21, and tickets will 
be made available to CLUs and to 
other persons in life insurance and 
related businesses. 

Seminar speakers include Dr. S. S. 
Huebner, president emeritus of Amer- 
ican College; Herbert C. Graebner, 
dean of American College; Benjamin 
N. Woodson, president of General 
American Life; Karl R. Bopp, presi- 
dent of the Federal Reserve Bank of 
Philadelphia, and Charles B. McCaf- 
frey, lecturer of the Wharton School 
of the University of Pennsylvania, 
special consultant in advanced under- 
writing to Provident Mutual. 

Wins Massachusetts Mutual Award 

Graham H. Blake, Barre, Vt., has 
won the field championship award of 
Massachusetts Mutual’s 37th home of- 
fice school for career agents. In de- 
livering $482,520 of ordinary life on 
68 lives, Mr. Blake led 37 other mem- 
bers of the school during their six 
months of field competition. He placed 
first in lives and commissions and 
third in volume. 

The class wrote $8,288,310 of busi- 
ness on 738 lives in the six months 
ending April 30. 
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NAIC Unit Favors 
Parley With SEC 
On Variable Annuity 


(CONTINUED FROM PAGE 2) 
ample. A model bill would help, he 
added. The states have the. chance, to 
take on the issue while the federal 
agency given some of the jurisdiction 
is stalled under an already heavy load. 

Mr. Johnson told the commissioners 
it is time to be coldly realistic. Vari- 
able annuities are being sold, the ques- 
tion has passed the point of good or 
pad, right or wrong. Pension trusts are 
writing them, the insurance industry 
won’t have an exclusive. 

There are four types of variable 
annuity to deal with, Mr. Johnson 
explained: 

There is the open end pension trust 
(which need not include a mortality 
factor ). 

Limited To Variable Annuities 


There is the investment trust com- 
pany selling only variable annuities 
(not registered with the insurance 
departments but with SEC and under 
the blue sky laws, and not including 
amortality factor). 

There is a life company limited 
practically to the sale of variable 
annuities (it could be owned by a 
parent life company, or by a mutual 
fund). 


There life company 


is the going 


' selling variable annuities through a 
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segregated fund. 

Exclusive regulation of variable an- 
nuities has already been lost, Mr. 
Johnson noted. If NAIC wants dual 
regulation with SEC, it may be too 
late in many states even for that. 

Mr. Cleveland said the Variable 
Annuity Life decision is widely misin- 
terpreted, it being believed that it 
created a no-man’s land of regulation 
in which variable annuites will be 





Massachusetts Mutual Life 
In Force Tops $7 Billion 


Massachusetts Mutual’s life insur- 
ance in force passed the $7-billion 
mark during the first four months of 
1959 and on April 30 totaled $7,032,- 
000,000, an increase of $295 million 
since Dec. 31. Individual insurance in 
force at the end of April was $5,819,- 
000,000 and group totaled $1,213,000,- 
000. 

The seventh billion of life in force 
was added in the 16-month period. 
since Dec. 31, 1957, as compared to 
the 72 years from 1851 to 1923 re- 
quired by Massachusetts Mutual to 
put its first billion on its books and 
the 27-year period from 1923 to 1950 
needed to add its second and third. 
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issued by new types of companies. 
This is not so, he declared expressing 
the hope that NAIC will make a. for- 
mal statement on the regulation of 
variable annuities which will indi- 
cate the states are in charge of any 
annuity contract based on some form 
of life contingency. 

Mr. Ellis said his company has 
written the presidents of more than 
300 companies belonging to LIA and 
ALC on the subject of variable annu- 
ities and of the replies received so far 
85 to 90% answer “no” to the question 
of whether it is wise for individual 
variable annuities to be written by 
life companies. He wondered whether 
the commissioners should reach out 
for jurisdiction into an area of non- 
life insurance business. 


Burned-Out Mutual Of N. Y. 
Atlanta Agency Is Back In 
Operation In Eight Hours 


Less than eight hours after Mutual 
of New York’s Atlanta agency was 
gutted by fire, it was doing business 
in temporary quarters in another 
building. The offices and most of the 
agency records were almost totally 
destroyed by a fire believed to have 
started around 5 a.m. on a Tuesday 
in the storercoms. It was not brought 
under control until 9:30 a.m. But by 
mid-afternoon, Stanley McAfee Jr., 
agency manager, was able to announce 
that operations would continue on a 
business-as-usual basis. 

Meanwhile, the Mutual home office 
was busy replacing agency records. 
The office operations department pre- 
pared an index file of the agency’s 
18,000 policyholders, and air-freighted 
complete duplicate records to Atlanta 
early Wednesday. 


Milwaukee A&S Assn. 


Elects New Officers 


Edward L. Dunn, of the Dunn 
agency has succeeded LeRoy P. Voss, 
Catholic Family Life, as president of 
A&H Underwriters Assn. of Mil- 
waukee. John W. Vettel, Metropolitan, 
is now executive vice-president; Eric 
Pachner, Mutual Benefit H.&A., vice- 
president; Robert F. Stafford, Carney- 
Rutter agency, treasurer, and Leo E. 
Packard, Packard-Carson agency, sec- 
retary. Joan P. Rauth, Doolan-Mor- 
rissey agency, was appointed assist- 
ant secretary. 

Robert Lawrence, St. Paul, Twin 
Cities general agent for Massachusetts 
Protective, addressed the June lunch- 
eon meeting on “Facing the Facts of 
Life,’ in which he discussed what 
makes a successful producer click. 
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in Force 


Over $230,000,000 


in Assets 


Southland 


Home Office 





Dallas, 


SOUTHLAND CENTER 


Home of Southland Life 
Texas 


NoN. Y. Business Tax 
On Commissions Paid 
By Primary Company 


ALBANY—A ruling just issued by 
the New York state tax commission 
clears up the long-uncertain applicabil- 
ity of the New York unincorporated 
business tax to life agents. It specifies 
situations in which a full-time life 
agent will generally not be subject 
to the tax on commissions received 
from his prime company, but holds that 
commissions received by such an agen 
from another company will still be sub- 
ject to the tax. 


Must Work Full Time 


According to a bulletin issued by 
Spencer L. McCarty, managing director 
of New York State Assn. of Life Un- 
derwriters, a career agent will not be 
taxed if he works full time for one 
company, is forbidden by contract or 
practice from placing insurance with 
another company without the consent 
of his principal company, is supplied 
with office space, stenographic serv- 
ices and telephone facilities without 
cost to him and is subject to general 
and particular sales supervision and 
company-established production stand- 
ards. 
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Even a full-time agent will still be 
subject to the tax on all his commis- 
sions (including those received from 
his prime company) if he maintains his 
own office or employs permanent help 
at his own expense for which he is not 
reimbursed by his company. But, in 
determining whether a particular agent 
is subject to the tax, the commission 
says it will consider “all the relevant 
facts and circumstances.” 

Company Must File 

Simultaneously with its ruling on 
the application of the unincorporated 
business income tax to career life 
agents, the tax commission ruled that 
life companies will not be required to 
withhold income taxes on commissions 
paid to an agent, even though the 
agent’s commissions are not subject to 
the unincorporated business tax. But 
the ruling on the withholding tax points 
out that the company will be required 
to file annual information returns 
showing the amount of commissions 
paid to an agent. Also, the agent must 
file declarations of estimated tax just 
like any other taxpayer whose income 
is not subject to the withholding of 
personal income taxes. 

Russell E. Newkirk of Albany was 
special counsel for the state association 
in obtaining the ruling, based on eight 
test cases. 
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NEW 
OPPORTUNITY 


BROCHURE 


IN THE INSURANCE FIELD! 





Family Security Plan. 





This free brochure tells exactly why the Monarch oppor- 
tunity is now greater than ever before! 

Gives 8 main advantages for new men, including this: 
Monarch men can now provide all the insurance coverages a 
person needs — non-cancellable health and accident, par- 
ticipating life, group, property and casualty — a complete 


Liberal retirement, group life and hospitalization benefits for 
all salesmen and their families. 


FOR COPY OF BROCHURE, WRITE DEPT. NU 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


NOW AFFILIATED WITH SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
AND NEW ENGLAND INSURANCE COMPANY 
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How Mutual Funds Use Living Trusts 


(CONTINUED FROM PAGE 6) 


that has been distributed to you con- 
sists of two sample form living trusts 
together with estate planning bulle- 
tins describing them. 

If you will refer to the bulletin en- 
titled, ‘“‘The Keystone Level Payment 
Living Trust,” you will find enclosed 
a two-page trust agreement. I might 
pause at this point to explain that I 
am using Keystone material simply 
because it is more readily available to 
me, and I am more familiar with it, 
but I hasten to add that the same 
services are offered by several other 
funds 


_ Describes Trust Form 


Let us consider the trust form. It 
commences with a declaration of trans- 
fer in trust, and a reservation of cer- 
tain interests thereunder. It proceeds 
with the appointment of a successor 
trustee thereunder to take title to the 
trust property upon the death of the 
creator. It is our suggestion that the 
wife, or other principal beneficiary, 
be named to serve as successor trustee. 

Please have in mind the fact that 
the appointment of the beneficiary as 
successor trustee will not give such 
person any greater claim against the 
trust assets than is specified in the 
trust agreement. An installment ben- 
eficiary under a life insurance con- 
tract is in a comparable situation. 


This arises out of a simple principle of 
trust law, that is, a person being on 
notice that he is dealing with a fidu- 
ciary is under an obligation to deter- 
mine the terms of the trust agreement. 
Having failed to do so, or knowingly 
being party to a violation of such 
terms, will make such third party li- 
able to the claims of anyone injured 
thereby. 


Must Respect Its Terms 


In other words, the Keystone or- 
ganization, being in possession of the 
trust agreement, is under an obliga- 
tion to respect its terms, and would 
not permit a beneficiary, even though 
that beneficiary might be successor 
trustee, to violate them. Please note 
further that provision is made for 
stipulating the amount of monthly or 
quarterly distributions to be made to 
the beneficiary. For this purpose, we 
utilize a withdrawal plan which is 
called the level payment plan. 

Through it, the creator can specify 
payments of income and principal in 
any amounts desired. For example, $100 
a month, $200 a month, or variable 
payments specified in percentage terms 
such as 1/12 of 5% of the net asset 
value of the trust as of each prior Jan. 
1. Should the trust hold assets of $50,- 
000 on the creator’s death, the bene- 
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$2,500. As the assets in trust fluctuate 


in value from Jan. 1 to Jan. 1 there- 
after, payments to the beneficiary dur- 
ing each ensuing 12-month period will 
reflect such fluctuations. 


Is Readily Adaptable 


Perhaps the most interesting aspect 
of this agreement from the standpoint 
of you gentlemen is the facility with 
which it can be adapted for use as a 
life insurance trust. You will note that 
section 4 provides for authority on the 
part of the successor trustee to accept 
additional assets. This is intended 
largely to refer to life insurance pro- 
ceeds. 

To accomplish this purpose the cre- 
ator of the trust makes provision in 
the policy or policies on his life for 
payment of the death proceeds to this 
trust. The actual designation will be 
as follows: 

“Mary Doe, as successor trustee, un- 
der declaration of trust dated Jan. 1, 
1959, for Mary Doe.” 

Upon notification of the creator’s 
death, the home office of the life in- 
surance company will make payment 
by check to the wife, again as suc- 
cessor trustee and not as an individual. 
Under the circumstances, she will be 
under a legal obligation to invest the 
proceeds in the manner specified by 
the trust terms. 


‘Nothing Revolutionary’ 

Perhaps I should add here that there 
is nothing revolutionary about the 
principle I have been describing. As 
I am sure you are all aware, trust 
companies have been encouraging a 
similar arrangement for many years. 
Trust officers and life underwriters, 
working together, have channeled 
many hundreds of millions of dollars 
of life insurance proceeds to living 
trusts, by the terms of which the 
trust company serves as successor trus- 
tee. Our contention, which is shared 
by many colleges and other fiduciaries, 
is that mutual funds are a_ better 
investment medium than the common 
trust fund of a bank. 

So much for this simple living trust 
which is used in connection with estates 
that are not large enough to entail any 
major federal estate tax complications. 
Now let us consider the next step, 
involving the same _ problems, plus 
such tax considerations. 

Minimizes Tax Liability 

Just as you are adapting insurance 
settlement options to take maximum 
advantage of the marital deduction on 
the death of the insured and at the 
same time, to minimize estate tax li- 
ability on the subsequent death of the 
wife, so will similar techniques ap- 
ply under these living trust arrange- 
ments. 

The second estate planning bulle- 
tin you have before you, entitled, “An 
Ounce of Prevention ... .” describes 
a living trust which has been designed 
for just these purposes. You will note 
that the declaratory provisions for the 
appointment of a successor trustee 
under this form of trust are identical 
to those contained in the first trust we 

discussed. However, further provision 
should be made that the wife, as suc- 
cessor trustee, will divide the assets in 
the trust into a share A and a share B 
under circumstances which will insure 
that the husband’s estate will enjoy 
the maximum advantage of the mar- 
ital deduction, and that the remainder 
in trust will be excludable from the 
estate of the wife upon her subsequent 
death. Here again, there is nothing 
unique in this approach—in fact, it is 
the classic approach in planning the 
estate of any married person of such 
means as to be faced with an estate 
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Omaha Agents Name 
D. C. Sink President 


Duane C. Sink, Ohio Nationa: Life 
has been elected president of Omaha 
Assn. of Life Underwriters, succeeq. 
ing William L. Olson, Prudentia!. Otp. 
er officers are Robert W. Billig, Massa. 
chusetts Mutual, vice-president; May. 
rice T. Boler, Equitable Society, 
secretary, and Donald Sharp, Mutuaj 
Benefit Life, treasurer. 

Four Omaha agents were named t 
the association’s hall of fame. They 
are Henry B. Ramsey, Prudentia) 
Forrest Croxson, Equitable Society: 
Sam B. Starrett Jr., Guarantee My. 
tual, and Hugh E. Wallace, Connecti. 
cut Mutual. 


Pru Executives To Take 
Advanced Management 


Courses At Princeton U. 


Some 135 Prudential executives from 
the home office and from _ regional 
home offices in Chicago, Minneapolis, 
Los Angeles, Houston, Jacksonville 
Boston and Toronto will attend an 
advanced management course _ this 
summer at Princeton University. The 
course is being offered exclusively to 
Prudential’s ‘middle 


agement an opportunity to review the 
practical aspects of its responsibilities 
in an academic framework. 

Three sessions, each three weeks 
long, will be held beginning June 21, 
July 19 and August 16. Each will be 
attended by about 45 persons. 

The course will emphasize the prac- 
tical application of ideas and _ tech- 
niques to Prudential operations. Six 
mornings a week will be given over to 
case discussions in small conference 
groups. Three or four afternoons are 
reserved for speakers, and time has 
been set aside for seminars. 

Faculty leaders will include teachers 
from such universities as Columbia, 
Minnesota, M.I.T., Northwestern, Syr- 
acuse, Indiana and Ohio State, and 
some of the nation’s leading business 
men, 


St. Louis CLUs Elect 


Warren Pryor President 

St. Louis chapter of CLU has elected 
Warren G. Pryor, New York Life, 
president. Also elected are Joseph H. 
Krull, General American, and F. 
James Curotto, New England Life, 
vice-presidents, and T. Edward Flani- 
gan, Sun Life of Canada, secretary- 
treasurer. 





tax problem. Again, life insurance 
men and trust officers have collab- 
orated on similar plans over a period 
of years. 

As to the potential volume of busi- 
ness which may be exacted thereby, 
let me relate my own experience as 
an employe of a trust company six or 
seven years ago. This bank, one of the 
largest in New England, attributed 
more than 75% of its new trust ac- 
counts to proceeds of life insurance 
payable to them as trustee. I am sure 
that the intervening years have, if any- 
thing, increased that percentage. 

I hope that in this brief presenta- 
tion, I have shown you gentlemen how 
mutual funds can be used advantage- 
ously in the creation of trusts that 
will supplement life insurance pro- 
grams in providing complete estate 
plans for individual clients. There 
should exist no antipathy between the 
two industries, but only through such 
frank discussions can mutually bene- 
ficial co-existence be achieved. 
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Los Angeles Life 
Managers Hold Rally 


The Los Angeles area has now be- 
come the insurance center of the 
state and accounts for somewhere be- 
tween 46 and 50% of the business 
conducted in the entire state, accord- 
ing to Robert R. Dockson, consulting 
economist Union Bank and dean-elect 
school of commerce University of 
Southern California, speaking at the 
annual southwest area management 
conference of Life Insurance Man- 
agers Assn., Los Angeles at Arrowhead 
Springs, Cal. 

Mr. Dockson said the life insurance 
industry and insurance in general has 
paced the economy in California, and 
as a result of the increase in the Los 
Angeles area with its rapid increase 
in population, income and _ business 
activity has taken over and replaces 
the San Francisco area as a major 
source of life insurance business. He 
added that the life insurance business 
has a tremendous impact on the econ- 
omy of California with more than $142 
million paid in benefits each day. 


Discusses Agency Mechanics 


Cc. E. Tussey, general agent Massa- 
chusetts Mutual Life, St. Louis, dis- 
cussed in detail the mechanics of op- 
erating an agency, including training, 
recruiting and their results. He illus- 


trated that planning will meet all 


challenges of the future and constantly 
plans 10 years in advance himself. He 
opined that one of the most important 
factors of agency growth would be in 
developing a team of sales managers. 

Luncheon speaker was Henry S. 
Beers, president Aetna Life, discussing 
“Red-Hot Issue: Group Insurance.” 
When speaking about jumbo amounts 
and fictitious groups, “we are stepping 
aside from the main current of group 
insurance development,” he said. “The 
rate of growth in group insurance has 
not been perceptibly affected by either 
jumbo amounts of life insurance for 
executives or the issuance of group 
life to groups called fictitious. Most 
of the growth in group has taken place 
in A&S, and less than one-third of 
the growth has been in group life pre- 
miums. Moreover, the group people 
have had trouble with their average 
amount of group life insurance per 
employe. I don’t think they have yet 
gotten that average up to $4,090.” 

The amount of life insurance in- 
volved in these groups is a small per- 
centage of group life. It represents 
only a small fraction of 1% of the 
total insurance premium volume.” 

Dr. Davis W. Gregg, president 
American College, indicated that the 
management picture of life insurance 
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the necessity for training of strength- 
ened agency leadership in the future. 
The scarcity of material for manage- 
ment training and study is a keen 
problem today, he said, as most of the 
material is in the form of industrial 
material rather than specific life in- 
surance management. Dr. Gregg feels 
“we have done a great deal of work in 
the area of the ‘how’ of management 
but not in the area of ‘why.’”’ 

Banquet speaker was Raleigh R. 
Stetz, general agent and consultant 
for Mutual Benefit Life, speaking on 
“Keeping The Agency Going In Spite 
Of My Mistakes.” 

Great-West Life and J. Clayton 
Schafer, Los Angeles general agent, 
were hosts at the reception. There was 
also a golf tournament. W. Thomas 
Craig, Aetna Life, association presi- 
dent, presided at the meeting. Jack 
White, Prudential, was conference 
chairman. 


Scores NALU Apathy On 
Keogh-Simpson Bill 


(CONTINUED FROM PAGE 1) 
room, to present this problem to the 
field practices committee for action. 

This resulted in Mr. Sloane’s warn- 
ing being included in the report of the 
field practices committee and a state- 
ment during the committee meeting 
by its chairman, William H. Pryor, 
Connecticut Mutual, Wauwatosa, Wis., 
that “I have a feeling we’ve tiptoed 
around and it’s time we should tell 
the companies what we want instead 
of asking them.” 

“However, when Mr. Pryor later 
presented his report to the national 
council, all the people who had told 
me they were going to get up and en- 
large on the dangers I had pointed out 
never opened their mouths,” Mr. 
Sloane told THE NATIONAL UNDERWRIT- 
ER. “We all wanted to stress the 
importance of this, because we were 
all agreed that this was the second 
step toward the end of the agency 
system, the first step being jumbo and 
association group. 

“We also wanted to be sure that all 
the thousands of NALU members knew 
we were doing our best to acquaint 
them with what we were convinced 
was a situation of the utmost serious- 
ness, so they could go to their own 
companies and to their local life un- 
derwriter associations to work out so- 
lutions to this problem.” 


Lincoln Natl. Shows Gains 


Lincoln National production during 
president’s month in May exceeded the 
previous all-time high month by 9%. 
Ninety-six general agents exceeded 
their quotas, which are 25% above the 


is becoming more of a problem due to average monthly increase of 1958. 





NEW GUARAN- 
TYSECURITY 
EXECUTIVE 
HONORED— Cyril 
Sheehan, retiring 
Minnesota _  insur- 
ance commissioner 
(left), exchanges 
greetings with his 
successor Cyrus 
Magnusson (right), 
at a_ testimonial 
dinner given in Mr. 
Sheehan’s behalf as 
Lt. Gov. Karl Rol- 
vaag (center), 
looks on. Mr. Shee- 
han recently was 
Named _ executive 
Vice-president of 
Guaranty Security. 











154 Fidelity Underwriters 
Win Coveted National Quality Award 
For the 15 years in which the N.Q.A. has been 
awarded, Fidelity underwriters have been consistent 


winners — 11 of them for all 15 years; 35 for 10 years 
or more; and 41 for 5 or more years. 


In sincere appreciation for the quality service they 
are performing, we congratulate fhem on receiving 
this highest commendation . . . 


“In recognition of life underwriting service of high 
quality as evidenced by an excellent record of main- 
taining in force and extending to the public the 
benefits of life insurance”. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


PHILADELPHIA 1, PENNSYLVANIA 


A WELL-BALANCED COMPANY 








A Real Salesmaker... 


COLONIAL’S NEW 


INSURABILITY RIDER 


Protects policyholder’s future insurability by 
providing guaranteed purchase options at 
stated three year intervals between ages 25 
and 40. 


Annual Cost of Rider per $1,000 for Whole 
Life: 
At age 15 — $ .69 
At age20— _  .86 
At age 25— 1.08 


The Colonial Life 
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Back of Your 
Independence 
Stands The 
PENN MUTUAL 





















going U! ? 


For this athlete, there is only 

one way up. But if you are a 

Penn Mutual underwritey, many 
ways are open to you. You may 
choose direct sales, sales supervisory, 


management or General Agency work. 


Penn Mutual provides intensive 
training and educational programs 
to equip you for a// phases of 
successful selling—from advanced 
underwriting to estate planning and 
pension and profit-sharing plans. 
Whatever course you choose, 

you can be sure that we will do 
everything in our power to help you 
achieve your goal. You see, we 
firmly believe that Penn Mutual 
opportunities should ge to Penn 
Mutual men. Your success is our 
success—your future is our future. 
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